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I Visit South Bend 
Studebaker’s Dealer Help 
Ken Elliott Reports 
And I Ride in a Buggy 











By 
Chris Sinsabaugh 


EN ELLIOTT took me for a 


buggy ride last week when I 
visited South Bend. And I mean 
literally and not figuratively speak- 


nn ing. I had gone 
to Studebaker to 
find out first-hand 
how the vice- 
president in 
charge of sales is 
riding herd on 
his 3,000 dealers 
who are making 
the gallant fight 
to withstand the 
rigors of war, 
aided by factory 
counsel. Previous 
experience has 
made the House of Studebaker a 
past master in guiding the destiny 
of the company and its employes 
and agents in war time, for the 
records show that in its 90 years of 
existence it has, for the sixth time, 
answered the call of the govern- 
ment for the production of war 
goods in a national emergency. It 
is America’s oldest manufacturer of 
highway transportation. In _ the 
global war it has aided the sky- 
ways, for it is building Wright 
Cyclone engines for the Boeing 
Flying Fortress, as well as large 
quantities of heavy-duty, multiple- 
drive military trucks and other 
materials. 





K, B. Elliott 


* * 


BUT TO get back to the buggy 
ride. It actually happened and it 
happened -this way: I had taken 
the Mercury to Niles, and there 
was picked up by a Studebaker 
courtesy car and whisked to South 
Bend. Two blocks from the Ad- 
ministration building, we made a 
curb stop where a crowd had con- 
gregated. I was ordered to get out 
and climb into a strange-looking 
contraption—yes, a horse-drawn 
buggy. And from the second-story 
window of the building, where the 
Red Cross was doing its sewing, 
Mrs. Paul Hoffman, wife of Stude- 
baker’s president, waved encourage- 
ment as I huffed and puffed my 
way into the antique vehicle, where 
sat Ken Elliott. 

That buggy was the last one 
Studebaker built—it was taken out 
of the museum in the Administra- 
tion building just for the occasion. 
Very likely it was the first time 
it ever had been on the road. And 
it was drawn by a husky mare 
George Wolfe had borrowed from 
his milkman. 

A *# 
HORSEPLAY OVER, Elliott and 
(See SPARKS, Page 15, Column 1) 
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Nationwide Fuel 
Rationing Hinges 
On WPB Study 


Eastman Would Save 
Tires by Retreading, 
Cutting Mileage 


By William Ullman 


Washington Correspondent 


WASHINGTON. —In an 
effort to clear away the con- 
fusion and near-chaos of the 
rubber situation, President 


Roosevelt last week set up a 
three-man committee, headed by 
Bernard M. Baruch, whose function 
it will be to get the facts and make 
recommendations quickly. 


At the same time, the President 
vetoed the congressionally-approved 
measure which would have set up 
a new synthetic rubber agency. He 
did so, he said in a lengthy mes- 
sage, because the bill “would block 
the progress of the war production 
program and therefore the war 
itself.” 

The committee, which will start 
to work immediately in assembling, 
dissecting and analyzing all avail- 


‘able rubber data from _ original 


sources and in drafting recom- 
mendations for further direct fed- 
eral action both on rubber and 
gasoline rationing, is composed of 
the following: 

Baruch, chairman of the 1917-18 
War Industries Board, economist 
and confidant of the President, 
who will serve as chairman. 

Dr. James B. Conant, president 
of Harvard University, a noted 
chemist. 

Dr. Karl T. Compton, president 
of Massachusetts Institute of Tech- 
nology, scientist, educator and 
executive. 

Meanwhile, the question whether 
nationwide gasoline rationing 
should be imposed to conserve rub- 

(Continued on Page 6, Column 1) 


Fuel Prices Cut 
In East; RFC to 
Absorb Costs 


WASHINGTON. — Reduction of 
2% cents a gallon was made last 
week in the maximum gasoline 
prices along the Eastern Seaboard, 
it was announced by Price Admin- 
istrator Leon Henderson. 

Reduction was made possible 
under an arrangement between the 
Office of Price Administration, the 
Office of Petroleum Coordinator 
and the Reconstruction Finance 
Corp., whereby the RFC, through 
Defense Supplies Corp., an RFC 
subsidiary, will absorb the ab- 
normal transportation costs in- 
volved in moving petroleum prod- 
ucts from the Gulf Coast and 
inland points to the Atlantic 
Seaboard. 

Meantime, OPA ruled that gaso- 
line rationing regulations cannot 
at this time be modified to give 
salesmen preferred mileage classi- 
fication in view of the increasingly 
grave petroleum transportation 
shortage in the East. : 

Emphasizing that OPA officials 


(See GASOLINE, Page 8, Column 1) 








THROUGH 
completed its changeover from M-3 tanks to the new all-welded M-4’s without 


a loss of time. 


two months to change from one model car to another. 


A PRODUCTION feat, the Chrysler Tank Arsenal last week 


In peacetime, automobile plants require from two weeks to 


At the left is the new 


M-4 tank, while on the right is shown the last M-3 which is literally being 
pushed off the assembly line by the new Army battlewagons. See story page 2. 


RFC Loans to Dealers 
Top $10,000,000 Mark 


Special to Automotive News 
WASHINGTON.—With the rate 
of loans accelerating steadily, RFC 
had made 458 direct loans to 
dealers under the Murray-Patman 
Act, involving something over 
10 million dollars, up to July 29. 
These figures do not include any 
loans made through banks or 


finance companies, under the 
Murray-Patman Act. 
Certain additional instructions 


have been sent to its 31 loan 
agencies by RFC on loans on auto- 
mobiles. They are: 

1. Increment—The 1 percent per 
month is 1 percent of the list price, 
(as shown in Price Schedule 85), 
not of the net cost to dealer. 

2. Demonstrators and used 1942 
models—Reduction will be made 
in the amount of the original 
loan by reason of condition. If 
the dealer and the RFC cannot 
agree on the amount, RFC will 
appoint an appraiser. 

3. Cars acquired from factory 
after May 11, 1942—(Effective date 
of Murray-Patman Act.) RFC will 
loan on cars purchased from the 
factory after the Murray-Patman 
Act went into effect, but the 
1 percent will not be loaned for the 
months elapsed prior to the pur- 
chase unless the dealer actually 
paid the 1 percent to the factory. 

4. Distributors’ delivery charge— 
If a dealer applying for a loan 


Coercion of Mechanics 


Draws a Rebuke 
WASHINGTON. — Officials of 
the Manpower Commission, in 
answer to protests from NADA, 
have issued a bulletin warn- 
ing representatives of the 


United States Employment Serv- 
ice against intimidating workers 
by threats of draft reclassifica- 


tion. 

Action by NADA followed 
complaints from throughout the 
country that automobile me- 
chanics were being coerced by 
these representatives, who 
threatened to have draft clas- 
sifications of the mechanics 
changed if they did not transfer 
to other jobs. 





paid a charge made to him by his 
distributor for conditioning and 
delivery, that charge can be in- 
cluded in the loan as part of 
the transportation. 

5. Computation of the 18 month’s 
period—The time a vehicle was in 
the hands of the manufacturer 
cannot be included. The time that 
a vehicle was in the hands of a 
sales agent or subsidiary of a 
manufacturer can be_ included. 
“Also the benefits extended by this 
section of the Act (purchase at 
fair retail price after 18 months) 
are available only to dealers who 
stay in business and own auto- 
mobiles or vehicles at the expira- 
tion of said 18 month’s period.” 

6. Accessories—Purchase price 
may include in addition to installed 
radio, heater, or air conditioned 
unit, any other accessory “which 
is usually attached to or installed 
in such automobile or _ vehicle 
when the same is offered for sale 
at retail. Also, the price may in- 
clude the cost of any other 
installed accessory required to be 
installed by local law. 


WPB App 


su» |New, Used Sales 


At Standstill in 
Eastern States 


Dealers’ Conservative 
Selling Attitude Factor 
In Further Decline 


By Pete Wemhoff 
Managing Editor 


~~ DETROIT.—Seasonal fac- 
tors and additional scares 
over gasoline and _ tires— 
plus evidence of a conserva- 


tive sales attitude on the part 
of dealers—combined to drop July 
new-car rationing sales below those 
of June, it is revealed in a 
cross-country survey made by 
AvTomotive News last week . 

As expected, the more severe 
gasoOline-rationing regulations in 
the 17 Eastern states have virtually 
forced new car rationing sales to 
a standstill, with dealers finding 
it almost impossible to sell a new 
or used car to anyone who is not 
a war worker. Persons, financially 
able to buy a new car or used car, 
either aren’t eligible for new cars 
or won’t purchase used cars be- 
cause they’re unable to get suffi- 
cient gasoline to operate the 
vehicles. 

Even in the non-rationed areas 
of the country, July new-car sales 
showed a slight decline from June. 
This was due, in part, to further 
scarces emanating from Washing- 
ton on possible confiscation of 
motorists’ cars, tires, etc. 

Another factor, it was learned, 
is the determination on the part 
of dealers to select their  pur- 
chasers. That is, with the aid of 
RFC loans under the Murray- 
Patman Act, they no longer need 
sacrifice their new cars or take 
in trade-ins that won’t sell readily. 
Many dealers, it is understood, are 
taking the attitude that, unless the 
prospective buyer’s proposition is 
handed on a gold platter, they will 
not consider it, figuri at they 
can sell their remdining cars to 
RFC next sum 

(Continued o 
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oints Kanzler 


lis Deputy Chairman 


DETROIT. — Ernest Kanzler, 
chief of the Automotive branch and 
director of the Detroit region of 
the War Produc- 
tion Board, left 
last week for 
Washington to 
accept the ap- 
pointment as 
deputy chairman 
of the WPB in 
charge of Pro- 
gram Progress. 
The appointment 
was made by 
Donald Nelson, 
Ernest Kanzler WPB chairman, 

and apparently 
was based on the success Kanzler 
enjoyed in directing conversion of 
the automotive industry. 

In his new position, Kanzler will 
keep fully and currently advised 





as to the nature and extent of the 
war production program and the 
orders issued to effectuate it. He 
will follow the overall progress and 
results, comparing them with pro- 
gram objectives to determine or 
anticipate where the program is 
behind expectations. This will in- 
clude locating bottlenecks, weak 
spots, unbalance in _ production 
schedules, dislocations in supply 
system, etc. He will analyze the 
program with key persons con- 
cerned in the WPB, armed serv- 
ices, other war agencies or in in- 
dustry as to the actual causes of 
trouble and corrective measures 
under way, appraising the adequa- 
cy of such measures and suggest- 
ing such additional expedients as 
seem called for. 

He will report directly to Nelson, 

(Continued on Page 2, Column 4) 
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Chrysler Shifts 
To M-4 Without 


Halting Output 


DETROIT. — Without stopping 
production lines, Chrysler Tank 
Arsenal last week changed over 
from the production of M-3 
medium tanks to M-4 medium 
tanks. 

As the last M-3 rolled off the line, 
the giant turret of an M-4 tank 
was lowered into place and the 
whole line of M-4’s moved ahead. 

“We just didn’t have any time to 
lose,” said E. J. Hunt, operating 
manager of the arsenal, in explain- 
ing how war needs had resulted in 
the accomplishment. of a major 
changeover which ordinarily took 
from two to three weeks during 
normal automobile production. 

Herman L. Weckler, vice-presi- 
dent and general manager of the 
Chrysler Corp., told Col. A. B. 
Quinton jr., chief of the Detroit 
Ordnance District, and Maj. Robert 
Bedell, commanding officer at the 
arsenal, that tank production by 
Chrysler was 200 percent ahead of 
contract schedule when the last 
M-3 was finished, and that the ar- 
senal had produced more than half 
of all medium tanks made in the 
United States. 

Today (Aug. 10), Maj.-Gen. L. H. 
Campbell jr., chief of ordnance of 
the Army, will present the arsenal 
personnel with the first Army-Navy 
production award presented to a 
tank plant. 

The M-4_ represents’ drastic 
model changes from the M-3. The 
M-4 has an all-welded hull, where 
the M-3 was riveted; it mounts the 
75 mm. gun on top in a turret 
swinging through 360 degrees, in- 
stead of alongside the turret with 
a limited range, as was the case 
of the M-3, and it represents a 
complete redesign, with lower sil- 
houette than the M-3. 





Texas-Illinois Oil Line 
Pipe Laying Starts 

WASHINGTON. Petroleum 
Coordinator Harold L. Ickes re- 
ported last week that actual laying 
of pipe for the 550-mile oil pipeline 
from Texas to Illinois has been 
started. 

Right-of-way clearance was pro- 
ceeding on schedule and pipe 
already was being strung out in 
the field, the Coordinator said. 





WPB Orders Building 


Of 500 Cargo Planes 

WASHINGTON. — War _  Pro- 
duction Board has approved a 
plan for the construction of 500 
seventy-ton Mars flying boats 
as cargo carriers, and the con- 
struction, on an experimental 
basis of a 200-ton  twin-hull 
flying boat. The proposal, to- 
gether with recommendations 
for speedy action on the project, 
were turned over to the Navy 
department Thursday. 

According to reports, the 
Navy will place an order early 
this week for 25 percent of the 
500 seventy-ton planes and con- 
struction of the 200-ton experi- 
mental cargo plane with Henry 
J. Kaiser, West Coast ship- 
builder who has been agitating 
for the construction of flying 
cargo carriers. Construction of 
the balance of the ships will be 
contingent upon the speed and 
success with which the initial 
125 planes are constructed. 





Detroit Headquarters 
For Army Vehicles 


DETROIT.—-U. S. War depart- 
ment last week announced the 
formation of an Ordnance Combat- 
Automotive Center in Detroit, to 
be headed by Col. A. R. Glancy, 
of Detroit, who, the announcement 
said, has been advanced to deputy 
chief of ordnance. 

Col. Glancy, former executive of 
General Motors Corp., until re- 
cently has headed the Production 
division, Headquarters Services of 
Supply, in Washington. 

The Center will have its offices 
in the National Bank and Union 
Guardian buildings, and will direct 
the design, procurement, supply 
and maintenance of all Army 
motor vehicles and tanks. 

Maj. Gen. Levin H. Campbell jr., 
chief of ordnance, said the estab- 
lishment of the new Center, to be 
completed early in September, was 
“another step in the program to 
decentralize activities of the Ord- 
nance department to improve effi- 
ciency of war production.” 

The new Army Center will com- 
mand both the Ordnance district 
and the Quartermaster’s Motor 
Supply Depot at Fort Wayne. The 
Ordnance district is headed by 
Col. A. B. Quinton, jr., with Oscar 
Webber, vice president and general 
manager of The J. L. Hudson Co., 


FOB 
Factory 


By A. H. Allen 


ETROIT INDUSTRIALISTS are 

pulling hard for Ernest C. 
Kanzler to extricate the country 
from the current dislocation which 
confronts war industries. As deputy 
chairman of the WPB in charge 
of program progress he has his 
work cut out for him, but if his 
performance as chief of the auto- 
motive branch and regional office 
of the WPB in Detroit is any 
measuring stick, he should meet 
with some success in Washington. 

You can dismiss the UAW-CIO 
condemnation of his appointment 
as a typical union gesture of the 
nose-thumbing type, entirely un- 
warranted and unjustified. In 
his Detroit post, Kanzler has been 
a realist, has stood up for what 
he thought was right, and has 
won the admiration of the entire 
industry, which is no easy thing 
to accomplish. 





* 
Facilities 
Too Plentiful 

CURRENT difficulties at Wash- 
ington are of an administrative 
nature and spring principally from 
the fact that when military produc- 
tion was being first planned, the 
planners seriously underestimated 
the ability of industry to produce. 
As a result, too many facilities were 
designated and now that they are 
coming into production, there is a 
bad unbalance in the distribution 
of material to various plants, as 
well as a troublesome bottleneck 
in the dispatching of finished ma- 
terial to the front line. 

Take the single case of Army 
trucks, which currently are 
stored all over hell’s half acre, 
so to speak. There is little point 
to the continuation of three-shift 
production in truck plants, con- 

(Continued on Page 14, Column 1) 


as deputy chief, and the Fort 
Wayne Motor Supply Depot is 
commanded by Col. Ray M. Hare. 
Administrative functions of these 
commands __ will continue un- 
changed, but Gen. Campbell’s an- 
nouncement indicated that “further 
decentralization” probably would 
mean an_ additional influx of 
ordnance officers to Detroit. 


Material Shortage 
Can Be Licked, 


Wilson Asserts 


DETROIT.—Declaring that ma 


terial shortages are only tempo- 
rary and can be ironed out, C. E. 
Wilson, president 
of General Mo- 
tors, 


try be given a 
freer hand to 
meet tactical re- 


quirements. 
Wilson said 
that the mate- 


rials situation 
can be remedied 





quickly if the 
C. E. Wilson 20°vernment will 
review its re- 


quirements carefully, trim lease- 
lend allocations and take off all 
production restrictions. 

Manpower, he said, will be the 
real pinch, rather than materials, 
but this, too, can be licked by 
working more than 40 hours per 
week, he asserted. 

“Washington talks about’ un- 
balance in production as account- 
ing for the so-calied materials 
shortages,” said Wilson. “The 
thing to do is to find out what 
you need. Then tell the plants 
what you want. Production can’t 
be turned on and off like a faucet. 

“If the government will review 
its requirements carefully, it will 
find the shortages not as bad as 


feared. The pinch has_ been 
exaggerated. i 
“We want an_e end-production 


schedule, the total of what is re- 
quired of us. Production restric- 
tions must be taken off. 

“If the matter of meeting the 
requirements is left up to in- 
dustry, it will find the materials 
necessary.” 


pee 


McGinnis Gets 


New Assignment 


DETROIT. — Appointment of 
Earl McGinnis, AC Spark Plug 
division advertising manager, as 
co-ordinator of war products for 
this division of General Motors, is 
revealed by Wilson S. Isherwood, 
AC general sales manager. 
McGinnis will direct AC’s new 
service and maintenance _ school 
which opened in Flint last week, 
with a course of study covering 
the servicing of AC war equipment. 
Training manuals on all such 
AC equipment have been written 
under the direction of C. Harold 
Munson, assistant service manager, 
and are being used in the school 
and at Army and Navy bases. 
AC’s regional and zone managers 
will be the first to take the train- 
ing, and they in turn will estab- 
lish service headquarters’ that 
keep in contact with air depots. 
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WPB chairman, and W. L. Batt, 
vice-chairman, working in close 
contact with J. L. Knowlson, vice- 
chairman on Program Determina- 
tion, and Amory Houghton, Direc- 
tor General of Operations. 

Kanzler’s successor or successors 
in Detroit probably will be named 
in the near future. 

D. J. Hutchins, who has been 
head of the Materials section of 
the Detroit WPB office, will be in 
charge of the regional and Automo- 
tive branch offices in Detroit as 
acting regional director until a 
director is named. 


R. L. Vanaman, who as deputy 
chief, has been in charge of the 
Washington office of the Automo- 
tive branch, will be acting chief 
of that division. 

In moving from Detroit to Wash- 
ington, Kanzler will be accom- 
panied by his personal staff. The 
remainder of the WPB Detroit 
organization will remain intact. 

Kanzler was named chief of the 
Automotive branch on Jan. 21, 
1942, one of the first moves made 
by Donald Nelson after he became 
chairman of the War Production 
Board. Three days later, with one 
assistant, Kanzler opened his of- 
fice in Detroit. 

Succeeding months saw the giant 
industries of the Detroit area turn 
from the manufacture of civilian 
goods to weapons of war, until at 
the time of his departure the flow 
of guns, shells, planes, tanks and 
other war goods has reached a 
steady stream of more than half-bil- 
lion dollars worth a month, and 
the automotive industry is com- 
mitted to produce at its peak one- 
sixth of all the war goods in the 
nation. 

The Detroit WPB organization 
which Kanzler turns over to his 
successor numbers more than 300 
employes. 

In 1916, Kanzler went to work 
for Henry Ford & Son. Later, he 
had charge of tractor manufacture 
at Dearborn. By 1920, he was in 
charge of all production for Ford 
Motor Co. He continued in this 
capacity until 1926, becoming also 
a director and second vice-presi- 
dent. 


Kanzler organized the Universal 
Credit Co. to handle installment 
financing for Ford dealers in 1928 
and was president of the concern 
from its organization until he was 
called to Washington on Jan. 5, 
1942, by William S. Knudsen to be- 
come head of the OPM Automo- 
tive branch. 


* * * 
Pierson Considered Likely 
Successor to Kanzler 


DETROIT. — Harry Lynn Pier- 
son, Detroit industrialist and for- 


PONTIAC MOTOR increased its collection of wartime awards when the |mer state WPA director, is re- 
Treasury flag for aa payroll bond deductions was added to the Ordnance 


flag and the Navy “E’’ burgee. 


Here General Manager Harry J. Klingler 


| ported to be the leading candidate 


(left) and Rep. George Dondero prepare to raise Pontiac’s latest trophy. '! to succeed Ernest C. Kanzler, who 
5 


left his post as regional director of 
the War Production Board here 
to become aide to Donald M. 
Nelson in Washington. 


Pierson is president of the 
Detroit Harvester Co. and the 
Detroit Motor Valve Co. He is 


known to be a close friend of 
President Roosevelt. 


U. S. Air Chief _ 
Visits Auto A 
War Plants 


DETROIT.—Lieut. Gen. H. H. 
Arnold, chief of the Army Air 
Forces, and a party of U. S., Brit- 
ish and Russian air officers in De- 
troit for a two-day inspection tour 
of war factories, were guests last 
week of the automotive industry at 
a reception and dinner at the 
Hotel Statler. 

Hosts to the general and his 
party were the members of air- 
craft engine and airframes com- 
mittees of the war products divi- 
sion of the Automotive Council for 
War Production. Col. Alonzo M. 
Drake, supervisor of the Detroit 
(Central) Procurement offices of 
the Army Air Force and members 
of his staff, likewise were guests 
of approximately 75 leaders in the 
automotive industry, officials of 
companies now engaged in various 
phases of aeronautical manufac- 
ture. 





Automotive Industry 
Praises Kanzler 


DETROIT.—On behalf of the 
automotive industry, Alvin Ma- 
cauley, president of the Auto- 
tive Council for War Produc- 
tion, Wednesday made the fol- 
lowing comment on the appoint- 
ment of Ernest Kanzler as 
deputy chairman of the War 
Production Board: 

“The appointment of Ernest 
Kanzler as deputy chairman of |, 
the WPB is a signal recogni- 
tion for a job well done. As | 


the chief of the Automotive | 


branch of the WPB for the past 
six months, Kanzler has served 
our nation admirably. He 
tackled realistically the monu- 
mental job of converting the 
automotive industry to war pro- 
duction. His insight into the 
difficult problems involved, and 
the energetic way in which he 
sought solutions, contributed 
much to the speed of conver- 
sion. While the automotive 
industry will miss his helpful 
approach in ironing out pro- 
duction and materials difficul- 
ties, we wish him well in his 
larger assignment of serving his 
country in Washington.” 
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CRUDE BUT constructive drawings done by Packard war workers themselves, 
accompany many of their shop suggestions volunteered as aids to beat the 
enemy by stepping up production efficiency and output of war engines. 
Suggestions form a part of i as To Win” activity steered by a joint 

ready 
percent of them dealing with practical shop procedures. 


Kanzler Named WPB Deputy 
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i time of war, prepare for peace. 
Evidently many dealers, strug- 
gling to maintain themselves now, 
are interested in their opportunities 
after the war. I gather this from 
many requests for elaboration on 
the thought that a great period of 
prosperity will follow the comple- 
tion of this war, which has been 
expressed in this column many 
times. 


No one can predict when this 
war will end. The current Axis 
victories can’t help but prolong 
it. But anyone who knows eco- 
nomics and history must conclude 
that the Allied Nations will ulti- 
mately win a definite victory. I 
agree with the dealers who be- 
lieve that it is well now, when 
we are in the midst of an all-out 
war, to give some thought to the 
nature of the peace which is to 
follow. > 
Heavy Demand 
Building Up 
W. all realize that a huge backlog 

is being built up at home and 
abroad for goods of all kinds. At 
home people will have been starved 
for such things as automobiles, 
tires, refrigerators, household 
equipment and radios, denied them 
throughout the war. Home con- 
struction, which is now practically 
out, will be revived not only to take 
care of the lack of construction 
during the war period, but also to 
take care of the shifting population. 

The demand for goods abroad 
will be even greater than at 
home. There will be general 
reconstruction throughout’ the 
devastated areas, the job of suc- 
coring the starving populations 
of Europe and China and the 
job of building up industry in 
those United Nations where in- 
dustrialization is still backward. 
This is notably true for China, 
and to a lesser extent, Russia. 
We can see a building up of 
areas of a new technology in 
order to lift the standard of liv- 
ing in these countries, and for 
protection against aggression in 
China, India, South Africa, Aus- 
tralia, Russia and South America. 
Our country, by reason of its vast 
resources, with its advanced in- 
dustrialization, and further be- 
cause of the fact that it is com- 
mitted to underwriting the vic- 
tory of the Allied Nations, is 
bound to emerge as the world’s 
top nation. It will be the chief 
arbiter of the world’s peace in 
all its aspects—politically, social- 
ly, economically. 

* * 


Leading Mass 


Producer 

URING the recent depression, 

it was said that we had ex- 
hausted our frontiers. The conclu- 
sion of this war will open up a 
new frontier. We'll push beyond 
our own borders, and be called 
upon to furnish the _ technics, 
finances and management of re- 
building the world in an atmos- 
phere of enduring peace. 

The center of this organization 
will be around the chief United 
Nations—United States, Great 
Britain, Russia and China. The 
United States is bound to be the 
world’s leading mass producer. 
It will, with the other United 
Nations, be world’s policeman. 

* * 


Must Provide 


Opportunity 
— it has 80 percent of 

the gold reserves, the U. S. is 
bound to take a leading position 
financially, and to implement the 
beginnings of the revival of inter- 
national commerce, which will 
eclipse that of any other period in 
the world’s history. With our 
seven-ocean Navy, with the ship 
building and airplane program 
now on schedule, we will be the 
world’s leading nation in ocean 
shipping, both by sea and air. 

I am sure these possibilities 
will be translated into realities 
by the political leaders when the 


Dealers tell me 


By John 0. Munn 


Dealers’ or salesmen’s comments, questions or requests may be 
addressed to John 0. Munn in care of Automotive News, Detroit, 
and the writer’s name will be kept in confidence if requested. 





war is concluded, and there will 
rise new horizons not only for 
us, but for all the people of the 
world. We must not fight this 
war selfishly just for ourselves, 
but to make our ideals an ef- 
fective opportunity for all those 
people in the world who have 
never had such an opportunity 
before for security or for rais- 
ing their standards of living. 
= © 


Increased Trade 


Is Forecast 

HIS new world outlook will 

bring opportunities for the 
young men returning from the 
Army and Navy to become tech- 
nicians, business organizers, com- 
mercial agents, diplomats, foreign 
correspondents and for the men 
who will be attached to various 
outposts of the entire world. 

One can look at the new fron- 
tier somewhat like the young 
men of England after the defeat 
of Napoleon. We won’t make the 
same mistakes England did at 
that time, for we will benefit by 
the experience of history. But 
England did bring forth in the 
world from 1815 to 1914, one 
hundred golden years, not only 
for itself, but for the rest of the 
world. It was this period in 
which mechanized industry got 
started, in which colonies were 
developed in many far places, in 
which international commerce 
took on a new quality, from 
which both England and her 
colonies benefitted through in- 


creasing trade. 
* Es oe 


Postwar Trade 


Agreements 

NGLAND benefitted by its pro- 

cessing of raw materials, by its 
banking, insurance and _  ocean- 
shipping facilities. The colonies 
benefitted by having markets pro- 
vided for their materials, thereby 
increasing their standard of living. 
That was an era of bringing up 
the level of material living in all 
backward countries through the 
stimulation of trade relations and 
credits from the forward nations. 
It was a time of relatively free 
world commerce in which England 
engaged almost entirely without 
tariffs, making raw materials and 
finished goods accessible to larger 
areas of the world. This system 
broke down in the late 1920’s be- 
cause of the erection of tariff bar- 
riers by more and more countries, 
in which United States was the 
leading offender. It even broke 
down in England itself after 1932. 

At the end of this war, the 
horizons for the people of the 
United States will be somewhat 
similar, although not exactly 
parallel, with England’s golden 
century. I am not alone in see- 
ing this opportunity for world 
prosperity. It has been a sub- 
ject of much public comment. 
The lease-lend agreements are 
in reality preliminary post-war 
trade agreements, and are dedi- 
cated to the proposition that 
every effort will be made to re- 
store commerce among those 
nations, setting up as few bar- 
riers as possible. 

* * * 


Permanent Peace 
Basis Laid 

HERE have been no successful 

wars, except wars to liberate 
people. After every war, there has 
been a period of prosperity. The 
Churchill-Roosevelt Atlantic Char- 
ter is the most inviting prospect for 
permanent peace. It includes all 
people in the world. It offers an 
opportunity and a desire in the 
minds of peoples having a low 
standard of living, as in China, 
India and Russia, for a higher 
standard of life. Whenever this 
trend is set in motion, the effect is 
cumulative. The more any country 
is able to produce goods which are 
in demand, the more purchasing 
power it has in exchange for goods 
from other countries. 












British Insurance Firms 


Cut Rates 20% 
MONTREAL.—In spite of con- 
stantly augmenting casualties on 


British Roads, largely due to 
blackout conditions, a _ special 
wartime reduction of 20 percent 
on accident insurance premiums 
has been proclaimed by the Ac- 
cident Offices Assn. and affili- 
ated companies. Present policy- 
holders will get a proportional 
rebate when the reduction goes 
into effect. 


New-Car Rules 
Altered to Aid 
Govt. Buying 


WASHINGTON.— Two changes 
in its automobile rationing regula- 
tions were announced last week by 
OPA to facilitate purchases of 
new cars needed by state and 
local government agencies for re- 
placement of equipment worn be- 
yond the point of efficiency and 
for additions to their fleets to 
perform the many new services 
that have developed as a part of 
the war effort. 

All federal, state or local govern- 
ment agency applications for cars, 
so that they no longer will have to 
compete with applications from in- 
dividuals where the quota is not 
large enough to supply both, are 
exempted from quota restrictions 
by one of the revisions. 

The other change made in the 
regulations extends the valid life 
of certificates granted to state and 
local government agencies, to 60 
days from 30, to give the agencies 
time to clear the necessary ar- 
rangements for a purchase. Cer- 





OPA Reiterates Pledge 
On Fair Retail Prices 


DETROIT. — Queried by NADA 
Counsel Charles W. Bishop, OPA 
Chief Leon Henderson has replied 
as follows on the subject of fixing 
a “fair retail price’ for automo- 
biles under Murray-Patman Act: 

“Your letter . . in which you 
asked me to fix the ‘fair retail 
price’ of automobiles in accord- 
ance with the Murray-Patman Act, 
has received careful consideration 
by this office. 

“If the automobile dealers of the 
country want assurances that the 
“fair retail price” fixed by the Of- 
fice of Price Administration for the 
purchase of automobiles in July, 
1943, under the Murray-Patman 
Act will be just, I am glad to give 
them such assurances. But I can- 
not now, in view of the uncertain- 
ties of a war economy, definitely 
state what the price will be in 
July, 1943. There are so many 
imponderables involved, I believe I 
would be rash if I attempted now 
to determine the “fair retail price” 
of any commodity a year hence. 

“You state in your letter that it 
is your belief that the “fair retail 
price” should coincide exactly with 
the ceiling price set forth in Price 
Schedule No. 85. Even assuming 
your position in this respect is 
sound, I would not now be in a 
position to state what the ceiling 
price will be in July, 1943. Indeed 
I do not have that authority under 
the Emergency Price Control Act 
of 1942. Furthermore, all of 
the Emergency Price Control Act 
orders, regulations, and schedules 
issued by this Office are subject to 


tificates issued to federal agencies | amendment. In view of the rapid 
(See NEW CARS, Page 12, Column 4) | changes which are now taking 


Now and Then... 





1942 


DOG GONE IT, I can’t keep away from old quotations! 


DAVID E. CASTLES 
(No. 36 in this series) 





1917 


It’s getting 


to be a mania with me, but I can’t resist digging up one now that is 
most applicable in the case of Dave Castles, who has just been elected 
president of the National Automobile Dealers Assn., replacing at the 
half-way mark Harry Sommers of Atlanta. . . . So I’m taking for 
my text this week that famous saying of Abraham Lincoln when he 
was seeking renomination. “It is not best to swap horses in crossing 
a stream,’ he warned. The country heeded the warning. Later on 
Old Abe proved the theory wrong, for he replaced Gen. George B. 
McClellan with Ulysses S. Grant and won the War Between the 
States. . Mebee Dave Castles will be the NADA’s Gen. Grant. 

To look at the new leader of the nation’s dealers you 
think he had been in the automobile business for 33 years—-he doesn't 
look old enough. Yet his case history shows that in 1909, 
Buick opened a Texas branch in Dallas, young Dave opened up its 
parts department, his brother-in-law being Fred Vesper, who once 
was NADA president and Buick’s general sales manager. . . . Soon 
after Dave went to the factory in Flint for a year im the 
department, but went back to Texas in 1913. Then he buckled on 
his armor and sold Buicks, with the eastern part of the state as his 
territory. That same year he went to the Kansas City branch for 
a year and then to the branch in Oklahoma City. ... From there he 
went on his own and became a dealer in Muskogee, Okla. In 1919 
he left Buick to become Reo and Dort distributor in Kansas City, Mo., 
he being Missouri-born. Four years there and he went to St. Louis 
and set up the West Side Automobile Co., peddling Buicks, and he’s 
been there ever since. 

He set up the Greater St. Louis Automotive Assn. in 1933 and was 
its president. Liking association work, he helped organize the 
Missouri State Automobile Dealers Assn. in 1938 and was its chairman. 
He broke into the NADA in 1937 as a director, became its treasurer 
in 1939, and now he is its president... . 


He was—a cadet in the flying corps for the last year but he 


never got overseas. 


Curis SINSABAUGH 


wouldn't | 


when | 


parts | 


To look at the picture on | 
the right, above, you know he was in the Army in the other war. | 


place, it could not be otherwise. 
Price Schedule No. 85 is no ex- 
ception. 

“For the Office of Price Admin- 
istration to depart from this rule 
only in the case of automobiles 
would obviously be unfair. It 
would place automobile dezlers in 
a favored position in relation to 
merchants dealing in other ra- 
tioned commodities, who do not 
have the advantage of any such 
certainty as to future price. How- 
ever, such a commitment on my 
part might well induce some 
dealers to hold cars for sale to the 
Reconstruction Finance Corp. 
rather than to sell them to eligible 
purchasers. 

Cites Patman Statement 

“I believe dealers generally would 
agree that they can make a 
greater contribution to the war 
effort by delivering these cars to 
essential users under the rationing 
program rather than by holding 
them for sale to the government. 
In this connection, I should like to 
call attention to the following 
statement made by the Hon. 
Wright Patman in the House of 
Representatives when the Murray- 
Patman bill was debated: 

“The bill says that the price will 
be the price fixed by the price ad- 
ministrator. That was deliberately 
written into the bill so as to en- 
courage dealers to dispose of their 
stocks before the expiration of the 
18 months, if possible. If you write 
some guaranteed cost provision in- 
to this bill you will give some 
dealers no inducement whatsoever 
to sell their cars; but will give 
them every inducement to hold 
them until after the 18 months and 
| turn them over to the government. 
|... by having the Price Adminis- 
| trator fix the price, and we pre- 
sume he will fix a reasonable price 

. dealers ... will have every 
inducement to try to make these 
trades before the end of 18 months, 
|and sell the cars themselves. 
| “If some new cars are on hand 
|in July, 1943, I assure you that full 
consideration will be given to the 
equities of all concerned in fixing 
a “fair retail price’—one which 
will yield dealers generally a fair 
and equitable margin, all things 
| considered. 

Condition Big Factor 

“The condition of the cars in 
July, 1943, is one factor which will 
he taken into consideration in es- 
tablishing the ‘fair retail price.’ 
Your association will make a worth- 
| while war contribution by urging 
all members to see that the gov- 
ernment storage and maintenance 
requirements are adhered to 
| strictly, so that new cars will be 
delivered in good condition. 

“With respect to the price of 
| trucks, the same_ considerations 
make it unwise for me to state 
now what the ‘fair retail price’ 
| will be in July, 1943. As to the is- 
| suance of a specific price schedule 
| for trucks, research is now under 
| way to determine whether such a 
| schedule should be issued. 

“I want you to know that this 
Office is always most appreciative 
of the cooperation of your associa- 
| tion.—Leon Henderson, administra- 
tor, OPA.” 


Castles Confers 


With Larson 


WASHINGTON.—David E. 
Castles, newly-elected president of 
| NADA, was in Washington most 
'of last week calling on various 
| government officials and going 
over association matters. 

He had a long discussion with 
Hubert G. Larson, chief, Auto- 
| mobile Rationing branch of OPA. 
During the discussion the effective- 
|ness of Amendment No. 9 to 
Rationing Order 2-A, providing 
| for the exchange between rationed 
| automobiles and “pool” cars, was 
| brought up. Apparently, dealers 
|} are making very good use of this 
|amendment and getting consider- 
| able benefit from it. Larson said 
| that every day 50 or 60 cars are 
| exchanged between the two groups. 


Smith to OPA 


ATLANTA.—Appointment of Hal L. 
| Smith, automobile dealer here, to 
serve as director of the new Atlanta 
| aelleaue rental area, announced by 
OPA. 
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OUR PLEDGE 

One sacred pledge we make our friends here and 
now. This publication, God willing and so long as 
it is in our charge, will never champion the cause 
of any individual or any corporation which is not 
for the best interests of the automotive industry as 
a whole. Nor will its columns be used to spread 
gossip or inflame prejudice. It will confine itself to 
the upbuilding of the industry it is pledged to serve, 
wholly through the dissemination of NEWS which 
is timely, authentic and of value.—(AN 6-10-1933). 


We Offer Service With a Capital S 


IME WAS when the average motor vehicle dealer turned 
his nose up on his service department. It was a neces- 
sary evil, and he was perfectly satisfied to let the business 
go to the independent repairman and the so-called “alley 
garage”—he was selling new cars and trucks and couldn’t 
be bothered looking after their ills and troubles after they 
had passed out of his hands. . 
today Service is a horse of another color, the best one in 
the stable, the industry's Whirlaway, the one that brings 
home the bacon. To realize its money value the automobile 
manufacturing industry had to be scrapped to meet the 
demands of Mars for war-making material, and some 40,000 
of our motor vehicle dealers were left with little to sell in 
the way of new cars and trucks, and with Service the life 
raft that was to keep them afloat for the duration. 

Has it done it, and will it do it? A survey conducted by 
AUTOMOTIVE NEWS gives an answer that is decidedly en- 
couraging and convincing as to the present and future. It 
shows that, despite the war, labor sales have returned 
greater dollar volume so far this year than in the same 
period’ last year—that over 35 percent of the dealers is 
making money through service profits, and that service 
revenue is now paying 97 percent of the average motor 
vehicle dealer’s gross overhead. 

Convinced by this and other straws which show the way 
the war wind is blowing, AUTOMOTIVE NEws offers its 
readers with this week’s issue a new feature in its second 
section. This will be given over entirely to the service end 
of the business and will be published once a month. Going 
on the proved theory that one picture is worth 10,000 words 
of writing, it is profusely illustrated, pictorially presenting 
shop methods that bring in service dollars, shortcuts that 
save time and labor; new offerings of the makers of parts 
and accessories, as well as stories and examples of success- 
ful operations of service departments. 

hroughout the advertising columns of this section, 
makers of parts and accessories, seeking to tap the “after- 
market”’ field, will be able to talk to logical outlets for their 
products. The editorial text and illustrations should be of 
great interest to the dealer himself, who controls the purse 
strings and is looking for opportunities to strengthen the 
service department through the use of the right kinc of 
tools and other equipment. 

And after he has read this AUTOMOTIVE NEws Service 
Section, he will be sure to pass it along to the men in the 
shop, who, most likely, will discover tools and equipment 
that they can recommend to the boss in case he has not 
correctly gauged their capabilities and possibilities. 


It Can Be Done 

T HAS REMAINED for the Chrysler Corp. to be first to 
demonstrate it is possible to changeover from an old 
model to a new one without stopping production. 
before, the automobile industry has been forced to mark 
time for three or four weeks for such changeovers, but needs 
must when the devil (the Axis) drives. 
finished its run on its Gen. Grant tanks, production immedi- 
ately started on the new model, the Gen. Lee. The valuable 
lessons learned through this one demonstration of speeding 
eering operations proved it can be done, which 
reflected in postwar production of cars and trucks. 


AUTOMOTI 














But times have changed— 


As the corporation 
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“In his frail monoplane, Bleriot 
made the first flight across the 
English Channel in 1909. Five 
years later, planes of that same 
primitive model fought the first 
air battles of 
the World 
War. By 1918, 
however, all 
the foundations of modern aviation 
had been built, paving the way for 
today’s air armadas and tomor- 
row’s giant commercial planes. 
The swift evolution of motors, 
wing design, load capacity and 
large scale aircraft production 
came from the driving stimulus 
of war. 


“Similarly, wireless telegraphy 
although invented in 1895, had no 
popular usefulness until World 
War I had developed the trans- 
mission of speech and tone by 
radio as a vital factor in artillery 
fire control, air-infantry liaison and 
naval tactics. In 1920, only a few 
hundred people could tune in on 
the first important ‘broadcast.’ 
Today, radio serves the entire 
nation through 55,000,000 receiving 
sets.” 


WAR HASTENS 
CHANGE 


* * * 


Few of us realize, I believe, that 
already this war has produced vast 
changes which, without the pres- 
sure Of war, would have taken 
decades to accomplish. Trans- 
oceanic air travel had _ been 
struggling to get a foothold prior 
to 1940. Today, regularly scheduled 
flights are being made from the 
United States to Europe, Africa, 
Asia and Australia. The Churchills, 
Hopkins, and our military officials 
fly across the oceans with almost 
monotonous regularity. Recently, 

heard of a bomber pilot who 
shuttled back and forth between 
America and England, two com- 
plete trips within a 48-hour period. 
Recently, too, you read of the 
bomber, which, aided by a tail 
wind, flew to England in six and 
a half hours and had to remain in 
the air for another three hours 
to lighten its load of gas before 
it could make a safe landing! 

* * * 


I believe many of us would not 
hesitate to fly over any ocean if 
we had the opportunity today, and 
yet two years ago I doubt if one 
in a thousand would have cared 
to risk such a trip. Think what 
this is going to mean at war’s end, 
when with tens of thousands of 
motors and thousands of planes 
available, passenger rates abroad 
will be no more than steamship 
rates before the war, perhaps less. 
I would wager now that the air- 
lines of this country will compete 
with present coach and bus fare, 
putting flying within the reach 
of everyone. 

* * * 


Not alone in flying and television 
has the world already made win- 
nings in this war. The scarcity 
of basic materials in every country 
has tested the ingenuity of our 
chemists and engineers to the point 
where homes and offices, even the 
clothes we wear and the food we 
eat will be as unlike pre-war 
as those “good old days” were 
unlike our grandfathers time of 
the ox cart, the coal oil lamp and 
the days when men wore whiskers 
and women wore bustles. 

* * * 


I have a feeling that it does one 
good, in these days of total war, 
when all we read and hear depicts 
the ghastly fatalities and the stag- 
gering losses. to contemplate the 
only things we can credit to 
the God Mars. Most of us who 
stand on the side lines of this 
titanic struggle and try to keep 
our heads above the encircling 
flood, while we put up with trivial 
sacrifices, are more conscious than 
ever of our puny weight in this 
world. We are like the nervous 
father pacing the hospital halls, 
worrying and praying but perhaps 
a bit wistfully wishing that we 
could be in the operating room. 

—G.MS. 


We suggest that when you and 
your Servicemen have read the 


Service Section included with this 


issue you file it for future refer- 
ence for the valuable material which 
it contains. 








In This Corner 





Talburt in N. Y. World-Telegram 


The Shape of Things to Come ? 





‘Re 1942 Almanac .... .’ 


The views expressed 


in this column are those of our readers. 


Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Magnificent 
Congratulations! The 1942 Auto- : 
motive News Almanac is a 





to you!—James M. O'Dea, presi- 


dent, James M. (Pat) O’Dea, Inc., 
(Studebaker), Detroit. 


magnificent piece of work. It will i Fuel 


be of inestimable value to all of 


us, and you rate a big “E” for a’ 
job well done—F. J. Timmens, : 


general _ sales Dodge 


division, Detroit. 


Valuable 


May I seize this opportunity to 
congratulate you on your 1942 
Almanac. It is a valuable refer- 
ence work for us.—Michael A. 
Gorman, editor, The Flint Journal, 
Flint, Mich. 


Best 


May I congratulate you on your 
ninth Almanac, which is the best 
one so far, but they improve each 
year. This one will be invaluable 
at the end of the war—that is, if 
it does not drag out too long. If 
it does, we will look to other issues. 
Anyway, it’s still our best bet.— 
W. Hughson, Wm. L. Hughson Co. 
(Ford), San Francisco. 


manager, 


‘As Usual’ 
I will not compliment you on 
this year’s Automotive News 


Almanac—all I can say about it is 
that it is the same “as usual.” 
However, considering in these 
times that curtailment and handi- 
caps often are necessary, the new 
Almanac was an unexpected sur- 
prise—James Levy, James Levy 
Motors Co. (Buick), Chicago. 


Good Job 

Congratulations on your Alma- 
nac. A good job, as_ usual. 
John W. Gibbons, director of 
Public Relations, Automotive 


Safety Foundation, Washington. 


Outstanding 
I have had the honor and 
privilege of receiving all nine 


issues of the Automotive News 
Almanac, and without a doubt 
your current edition is definitely 
outstanding. Congratulations! The 
material as given is invaluable. 


.I am positive that all of the auto- 


motive industry personnel appre- 
ciates the fine complimentary re- 
marks given on the introductory 
page of this edition. More power 


According to an article in your 
July 13th issue, page 12 column 4, 
entitled “Dealers Allowed 5 Gallons 
Of Fuel Per Car,” every dealer in 
the Eastern states should be en- 
titled to five gallons of gasoline 
per new and used car in stock 
per month. 

Our local rationing board con- 
tends that we can get only five 
gallons for each set of dealer 
plates per month and, if additional 
gasoline is needed, we must have 
each customer that receives a 
demonstration sign a slip that 
he has received said demonstration. 
This slip is to be taken to the 
local board and additional coupons 
for such gasoline used will be 
given the dealer. 

As you can understand, we can- 
not ask every prospect to sign a 
slip that he has used a certain 
quantity of gasoline on a demon- 
stration. Business is bad enough 
without having to subject the cus- 
tomer to a gruelling on every car 
he tries. 


If we cannot get enough gasoline 
to Operate our normal business, 
there is no doubt that we must 
close and probably let the county 
feed us.—Robert White, McKelvey 
Motor Co. (Buick), Lakewood, N. J. 


Coming Events 


AUGUST 


20-22—Los Angeles (Biltmore Hotel). 
SAE Transportation and Mainte- 
nance Meeting. 


OCTOBER 
1-3—Los Angeles (Biltmore Hotel). 
SAE National Aircraft and Produc- 
tion meeting and display. 
16-17—Springfield, Mass. American So- 
ciety of Tool Engineers’ War 
Production conference. 
22-23—Tulea, Okla. (Tulsa Hotel). 


AE National Fuels and Lubricants 
meeting. 


; NOVEMBER 
9-13—Chicago (Palmer House). Ameri- 
can Petroleum Institute’s annual 
meeting. 
JANUARY 
11-15—Detroit (Book-Cadillac Hotel). 
SAE War Production-Engineering 
meeting and display. 
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STUDEBAKER MEETS WAR CONDITIONS 
WITH PLANS AND ACTION! 


Studebaker is proud of its assignments in the arming 


















The same skill, the same Studebaker plus, which only that—but we have done something about it. 


of our United States. have gone into every Studebaker car and truck, are We're meeting today’s wartime conditions with plans 
We're building Wright Cyclone engines for the today going into every implement of war being pro- nd action,as demonstrated by the comprehensive pro- 
Boeing Flying Fortress. duced by Studebaker. gram we have developed for the assistance of our dealer 
We’re also producing huge quantities of heavy-duty, On the home front, we have recognized the special organization. And what is equally important, trained 
multiple-drive military trucks, and other vital matériel, _ problems of dealers as well as their essential function _ specialists are helping our dealers carry out all phases 
for the armed forces of our nation and its allies. in the maintenance of wartime transportation. Not of this program by frequent, continuing contacts. 
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FDR Names Board 
To Get Rubber Data 


(Continued from Page 1) 


ber tires or whether an alternativc|a unified, integrated and efficient 


plan should be adopted, was dis 
cussed at length last week by th: 
War Production Board. Although 
no decision was reached, an an 
nouncement is expected within thc 
next 10 days. 


Two choices to save tires were 
studied by WPB. One plan calls 
for extension of gasoline rationing 
throughout the nation as a com- 
pulsory measure to cut the use of 
cars by limiting gasoline’ con- 
sumption even where there arc 
ample supplies of gasoline. This 
plan is vigorously opposed by con- 


gressmen from the _ration-free 
areas. 
The other plan, advanced by 


Joseph B. Eastman, director of the 
Office of Defense Transportation, 
aims to conserve tires by other 
measures, such as reducing speed 
limits below 40 miles an hour and 
requesting less driving mileage. A 
40 percent cut in driving is sug- 
gested. This plan would be sup- 
plemented by the retreading, re- 
capping and _ butyl rubber  pro- 
grams to provide tires for civilians. 

Details of Eastman’s plan were 
not made public but it was said to 





OWI Muzzles Henderson 


In Row with Ickes 
WASHINGTON. — Some _ hope 
for saner public statements by 


federal officials was seen here 
last week when Elmer Davis, 
new director of the Office of 
War Information, muzzled Leon 
Henderson in a _ fuel-rationing 
row with Oil Coordinator Harold 
Ickes. 

At a press conference, Ickes 
took sharp issue with a nation- 
wide  gasoline-rationing  pro- 
gram proposed by Henderson 
and his aide, Joel Dean. Shortly 
afterward, newspapermen were 
informed Henderson was pre- 
paring a statement. Then the 
OWI stepped in and announced 
“there will be no statement.” 





involve a federal licensing of each 
vehicle and a _ mileage’ check, 
coupled with war-time regulations 
to prohibit a car owner from driv- 
ing more than a set number of 
miles each week. The car owner 
would be required to keep a record 
of his mileage and show it on 
demand. 


Speculation also turned on the 
possibility that the plan involved 
limitation of the time when a 
driver might use his car, with a 
possible revival of the “gasless” 
Sundays which were introduced in 
the last war. 

In letters requesting the Baruch 
board to serve, the President said 
they would investigate the whole 
rubber situation and “recommend 
such action as will best produce 
synthetic rubber essential to the 
total war effort.” 

He said he was concerned not 
only with military but also with 
civilian rubber needs and asked 
the committee to determine what 
quantities of critical materials 
would be needed to build new syn- 
thetic rubber plants. 

At the same time the War Pro- 
duction Board is proceeding with 
its program of synthetic rubber 
production. 

In his veto message, Roosevelt 
reminded Congress that it had al- 
ready authorized him “to carry on 


program of war production.” Power 
to fix priorities for the use of 
scarce materials has been vested 
by Congress in the President, 
Roosevelt continued, and he has 
delegated it to the War Produc- 
tion Board. 


The President further went into 
the whole question of rubber con- 
servation with WPB Chairman 
Donald M. Nelson, Price Admin- 
istrator Leon Henderson, Defense 
Transportation Coordinator Joseph 
B. Eastman, and Undersecretary of 
War Robert P. Patterson. The 
President discussed gasoline ra- 
tioning in its relation to rubber 
conservation. 


Meanwhile the Office of Petrol- 
eum Coordination ordered 5,000 
tank cars in Midwest, Southwest 
and Rocky Mountain states made 
available immediately to carry 
gasoline and fuel oil to the Atlantic 
Seaboard and indicated that pres- 
ent limitations on petroleum de- 
liveries might be extended outside 
the present “shortage” area. 


An OPC _ spokesman indicated 
that the agency was ready to 
establish necessary  limitations— 


either curtailments on delivery to 
dealers or rationing—if the short- 
age of tank cars in the Midwest 
became serious enough. He spe- 
cifically mentioned Minnesota, Wis- 
consin and the Dakotas, and said 
other states immediately east of 
the Rockies might be included. 


He pointed out that most of the 
southern and central parts of the 
Midwest and states immediately 
east of the Mississippi River were 
“pretty well supplied” by pipelines 


Meanwhile, charges the Govern- 
ment’s Rubber Reserve Co. has de- 
liberately ignored the Houdry 
process for producing butadiene 
the principal ingredient in syn- 
thetic rubber, despite evidence it 
is quicker and uses fewer critica] 
materials, were laid before the 
Fitzgerald Special House Commit- 
tee investigating rubber and gaso- 
line shortages. 

Arthur E. Pew, vice-president of 
Houdry Process Corp., told the 
committee the RRC has refused 
to be impressed by the Houdry 
process, although it has been en- 
dorsed widely by oil companies 
participating in the synthetic rub- 


ber program. 
* * 


Eastern Mayors Appeal 


For All-U. S. Rationing 


BOSTON.—Fifty mayors from 17 
Atlantic Coast states last week 
adopted resolutions seeking the 
appointment of a single fuel-oil 
head to relieve the East Coast 
shortage and simultaneously ap- 
pealed to nonrationed Americans 
to share their oil voluntarily with 
citizens of the Eastern Seaboard. 

“I am convinced that it will be 
necessary to extend fuel-oil ration- 
ing to the entire country, and 
eventually it will be done,” N. Y. 
Mayor La Guardia told the con- 
ference of mayors. 


Thacher’s New , Title 


NEW YORK.—Following his recen 
appointment as_ director of rubbe 
conservation, Motor Transport service 
Office of the Quartermaster General 
Sheldon P. Thacher, formerly manager 
of United States Rubber Co.'s field 
engineering and service department 
has just been designated as chief, 
Rubber Conservation section, Army 
and Board. 


Navy Munitions 





A SERIES of meetings with Oldsmobile zone managers and zone office 
ersonnel to outline details of a fall and winter campaign, has been scheduled 


y H. A. Trevellyan, Oldsmobile’s general sales manager. 
y 


First of the two-day 


conferences will be held in New York on Sept. 11-12 with subsequent meetings 


in Detroit, Chicago and San Francisco. 
H. Lemons, assistant general sales manager in charge of the 
eastern half of the United States; Trevellyan, and G. R. 


the meetings are J. 


Shown above formulating plans for 


general sales manager in charge of the western half of the nation. 





ILLUSTRATIVE of the manner in which dealers are participating in the 
war effort, is this photo of the Jackson Chevrolet, Inc., showroom in Roxbury, 


Mass. 


Not only have Chevrolet dealers served as scrap rubber depots, but they 


also have tied in with the War Bond drive, the ODT Truck Conservation Corps 
and the current scrap metal collection campaign. 


Chevrolet Dealers Serving 


As Metal Scrap Depots 


DETROIT.— A _ four-fold war- 
participation program is the con- 
tribution of Chevrolet dealers in 
the war effort to date, according 
to William E. Hol- 
ler, Chevrolet gen- 
eral sales man- 
ager. 

Listing the four 
major phases of 
direct dealer tie- 
ups with national 
movements, Hol- 
ler enumerated 
the War Bond 
drive, Scrap Rub- 
ber collection, the 
ODT Truck Con- 
servation Corps 
and the current Scrap Metal Col- 
lection program, for which Chev- 
rolet is urging dealers to serve as 
official collection depots. 


In a letter to dealers, 
wrote last week: 


“A crisis exists in our war pro- 
duction program which can only 
be solved by the patriotic coopera- 
tion of the American people. Uncle 
Sam today is faced with a serious 
shortage of iron and steel, and this 
shortage must be filled by a nation- 
wide collection of scrap. 

“Collection of this scrap is an 
opportunity to manifest patriotic 
cooperation which I know Chevro- 
let dealers will welcome. Their 
places of business are centrally 
located in their communities and 
are generally well known. I be- 


Don’t Junk 
Pre-1918 Cars, 
Oldtimers Ask 


NEW YORK.—A drive for ex- 
emption of all pre-1918 automobiles 
from proposed legislation to junk 
over-age cars for scrap metal, has 
been launched by the Automobile 
Old Timers, Inc. 

Speakers estimated that approxi- 
mately 5,000 high-sided, low-pow- 
ered, antique cars are preserved in 
collections throughout the nation. 
Henry Ford holds 800 in his mu- 
seum at Dearborn, Mich., while 
several private museums have 50 
to 200 each, it was said. 

“These early cars have great 
historical value,” it was declared by 
Herman C. Mergenthaler, inventor, 
whose father invented the linotype 
and built Duryea automobile en- 
gines. “They are the record of the 
automobile industry. We _ could 
never rebuild them after the war.” 

Belief that early models should 
be held “until exhibits in the Smith- 
sonian Institution in Washington” 
were removed as scrap metal was 
expressed in letters from George 
H. Waterman jr. of the Belcourt 
Museum at Newport, R. I., and 
Dean A. Fales, associate professor 
of automotive engineering at Mas- 
sachusetts Institute of Technology. 

George Conrad Diehl, president 
of the Old Timers, recommended 
the quarter-century minimum age 
limit on cars to be saved from 
scrapping under Senate and House 





W. E. Holler 


Holler 






Browder, assistant | Dills and under proposals of War 


Production Board officials. 


lieve they will be ideal scrap metal 
collection depots.” 

Many dealers will add the scrap 
metal collection task to that they 
have already assumed in the rub- 
ber drive, Holler said. 

In cooperation with the Office of 
Defense Transportation, Chevrolet 
dealers have undertaken to dis- 
tribute nearly 350,000 of the decals 
truck operators are urged to dis- 
play on their vehicles after signing 
the Truck Conservation Corps 
pledge. A 25-point program sug- 
gesting means whereby dealers 
can assist the government in the 
promotion of the ODT plan, has 
been disseminated by Chevrolet. 
In addition, window posters, win- 
dow trim, promotional literature 
and other materials have been de- 
vised for the dealers. 

Shortly after Pearl Harbor, Hol- 
ler said, all Chevrolet dealers were 
assisted in their promotion of war 
bonds by huge window posters pre- 
pared by Chevrolet, bearing the 
Minute Man and a war bond sell- 
ing message. 





Grant Buys Dealership 

ST. PETERSBURG. Fla.—W. J. 
(Bill) Grant, local automobile dealer, 
has become sole owner of Grant-Bay- 
less, Inc.. buying out the interest of 
Tom G. Bayless. Grant, who leaves 
soon to take a commission in the Army. 
has been in the automobile business 
for 28 years and has been in this 
city for nine years. 


Independent Makers Gain 


I 
| 
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| engine 


| branches of the 
' Army Air Forces, 


Packer Assigned 
To Aircraft; 
Slack Moves Up 


DETROIT.—W. M. Packer, vice- 
president of distribution at Pack- 
ard, has been assigned to aircraft 
relations 
work, it was re- 
vealed last week 
by George T. 
Christopher, 
Packard presi- 
dent. He will 
work with the 


including’ the 
divisions of en- 
gineering, flight 


command, field 
maintenance and 
service. 

Packer holds a commercial li- 
cense and instrument rating and 
is a member of the Veteran Air 
Pilot’s Assn. 


Until he turned over his private 
plane to the Air Corps several 
months ago, he traveled from sales 
meeting to sales meeting across the 
country by plane. He joined the 
Packard organization in October, 
1934, as general sales manager, 
and has been vice-president since 
May, 1938. 


Assistant Sales Manager Lyman 
W. Slack becomes acting general 
sales manager. Assistant Sales 
Manager A. B. Nielsen will con- 
tinue in the same capacity, work- 
ing with Slack, and R. W. Carson, 
a former assistant sales manager, 
will aid Vice-President J. H. 
Marks, head of the Administrative 
Control division, on Packard air- 
craft engine contracts. 


W. M. Packer 


Jacksonville Prohibits 
New Car Dealers 


JACKSONVILLE, Fla.—Jackson- 
ville city council has passed an 
ordinance prohibiting anyone who 
has not been an automobile dealer 
during the past year from becom- 
ing one. The measure was intro- 
duced by Councilman Jack Dew 
who said it would be impossible for 
the dealers to make a living if 
something were not done to protect 
them. In spite of objections that 
the measure was unconstitutional 
or superfluous, it was passed. 





GM’s 50c Dividend 


NEW YORK.—General Motors Corp. 
last week declared a dividend of 50 
cents a share on common stock, the 
same amount as disbursed in the two 
preceding quarters. 








In 1942 Car Sales 


DETROIT. — Although rationing 
reduced the industry’s new-car 
sales 88.9 percent compared with 
1941, independent makes as a group 
made the best showing during the 
latest period for which registra- 
tion figures are available. 

Only five makes of cars showed 
a decrease in their percent of in- 
dustry total, 1942 compared with 
1941; most of the others being able 
to show at least a fractional gain. 

Among the leaders, in obtaining 


a greater share of the industry’s 
total registrations, are Studebaker 
with 4.14 percent of the industry’s 
total compared with 2.56 percent 
in the same period last year; Plym- 
outh with 12.13 percent compared 
with 11.83 percent; Hudson with 
2.61 percent as against 1.75 percent; 
Packard with 2.30 percent com- 
pared with 1.49 percent. 

Following is a table showing 1942 
new-car registrations, compared 
with 1941, for the first quarter, the 
latest compilations available: 


New Passenger Car Registrations 
——tThree Months, 1942-1941—— Percent of Total 


Unit Percent Three Months 


1942 1941 Loss’ Loss 1942 1941 
Chevrolet ..... 24,857 250,863 226,006 90.09 22.20 24.67 
eS ar aaa 17,380 171,093 153,713 89.84 15.52 16.83 
PIPIAOUER. 6 oc ccccas 13,590 120,310 106,720 88.70 12.13 11°83 
MM rien 356 a a0 61K 9,531 85,868 76,337 88.90 8.51 8.45 
RID As crak ont a cs 7,954 80,700 72,746 90.14 7.10 7.94 
ae ere 6,540 54,385 47,845 87.97 5.84 5.35 
Oldsmobile oe 6,507 64,688 58,181 89.94 5.81 6.36 
Studebaker ......... 4,636 26,021 21,385 82.16 4.14 2.56 
ene 3,669 36,726 33,057 90.01 3.28 3.61 
ee ree 2,926 17,828 14902 83.59 2.61 1.75 
ER cee atu thi at 2,858 21,647 18,789 86.80 2.55 2.13 
NN Ps oss 2,574 15,083 12,509 82.93 2.30 1.49 
SP rere ree 2,574 21,215 18,641 87.87 2.30 2.09 
IS i airsiéa'sawns 2,549 22,733 20,184 88.79 2.28 2.24 
SEN foe Se ciavacere 2,184 16,083 13,899 86.42 1.95 1.58 
Seer rere 927 5,023 4,096 81.54 .83 .49 
Willys-Americar 632 5,220 4,588 87.89 .56 51 
RN facsial. cea 102 95 7 .37t .09 -01 
Miscellaneous ...... 2 1,074 1,072 99.81 .001 a 
ED nd ks web aees 111,992 1,016,655 904,663 88.98 100.00% 100.00% 
Chrysler Corp. ..... 26,373 232,636 206,263 88.66 23.55 22.88 
Ford Motor Co. .... 20,856 198,849 177,993 89.51 18.62 19.57 
General Mtrs. Corp. 51,033 498,202 447,169 89.76 45.57 49 .00 
All Others ........- 13,730 86,968 73,2388 84.21 12.26 8.55 
tGain, 
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Service Paying 97% of Dealer Expense 





Backshop 


Schade Now V. P. 


Vic Day Boosts 
Willis Promotes 
Grange Drops Idea 


By Jack Weed 





HERMAN SCHADE, the new 
vice-president of Arrow Safety 
Device Co., was in town last 
week on business and dropped in 
for a chat. Herman is an old 
timer with Arrow, having been 
sales manager for years but, 
with the death of Ralph Haines, 
the former prexy of the company, 
he was elevated to Directors 
Row. 

Herman Schade, as most old 
timers in this business know, is 
one of the pioneers—one of, if 
not the first, to make re-ground 
ball bearings; was with Elwood 
Haynes in the early develop- 
ment of the motor car ‘and is 
now still selling plenty’ of 
Sealed Beam headlight conver- 
sions, three years after the car 
manufacturers adopted this type 
of lighting. Blackout lamps are 
also keeping him hopping. 

* * * 


VIC DAY, of Bear Manufactur- 
ing, had his ideas about the 
Office of Defense Transportation 
Truck Conservation Program 
thoroughly changed in Washing- 
ton on a recent visit. Vic, like 
many dealers and manufacturers, 
had an idea that this ODT pro- 
gram was just a nice gesture but 
after a session with Sam Houston 
and some of the other boys in 
the ICC building, came away with 
the conviction that the govern- 
ment is really serious about this 
campaign to save our “on-rubber” 
transportation for the duration 
if it is humanly possible. 

We, who have been close to 
the campaign, know how serious 
Washington views our transpor- 
tation problem and that this 
program may be followed up by 
orders much more drastic, if 
every truck owner and dealer 
doesn’t get behind this present 
campaign and make it work. 

* * * 

FRANK WILLIS, sales mogul 
of Bendix Products, told me the 
other day that his company is 
not only 100 percent back of the 
ODT program but is using it as 
a stepping stone to punch their 
distributors yp on _ promoting 
preventive maintenance on cars 
as well as trucks, as far as their 
products are concerned. If other 
parts makers will follow the 
Bendix lead in this endeavor, the 
result may be more effective 
than even the proposed gasoline 
rationing to save rubber and 
replacement parts. — 

* x «- 


TED GRANGE, of Alemite, 
dropped a thought along this 
line ‘when he, too, was in 
Detroit about a week ago. He 
said his distributors has become 
industrial-minded since Pearl 
Harbor and this ODT program 
might well be the one thing that 
would bring them back to a 
realization that the automotive 
business was far from being 
counted out of the picture. 





WPB Clarifies 
L-158 Regarding 
Lost Parts 


Makers May Produce 
Parts if Other Work 
Is Below A-1-A Rating 


DETROIT.—Taking cog- 
nizance of peculiar situa- 
tions not covered in the 
original replacement parts 


order, WPB last week issued 
Amendment No. 1 to Limitation 
Order L-158 clarifying these 
points. 

One particular point that has 
bothered both dealers and dis- 
tributors is what to do when an 
owner needs a part for a car or 
truck where the part has been 
stolen or consumed in use in the 
vehicle, thus making it impossible 
for the owner to bring in the old 
part in exchange for the new one. 

Paragraph 3 of the amendment 
takes care of that by stating 
“Notwithstanding the provisions 
of paragraph (i), (1) (original 
order instructions which made 
replacement of parts mandatory) 
a producer or distributor may 
sell and deliver any replacement 
part to a consumer without re- 
ceiving a’ used part in exchange 
therefore, provided that the pro- 
ducer or distributor does not 
install such part in the con- 
sumer’s vehicle; and the con- 
sumer signs and delivers to the 
producer or distributor con- 
currently with each purchase 
order (or the written confirma- 
tion thereof if such order is 
placed by telephone or telegram) 
a certificate in the following 
form. 

This form states “I hereby 
certify that (a) the replacement 
parts specified on this order are 
essential for repair of vehicle (s) 

(Continued on Page 3, Column 4) 


Chicago Dealers 
Note Pickup i 


Service Business 


CHICAGO.—A telephone sur- 
vey made by Chicago Automobile 
Trade Assn. among 30 repre- 
sentative dealers, regarding new 
and used car sales and service 
volume in the last two weeks 
compared to the previous period, 
showed the following: 


NEW CAR SALES 
Better Same Worse 


Number of 
dealers 0 10 10 
USED CAR SALES 
Better Same Worse 
Number of 
dealers 20 9 1 
SERVICE VOLUME 
Better Same Worse 
Number of 
dealers 5 


Two of the "hee wads organiza- 
tions contacted said truck service 
had increased, two said it was 
the same, and one said _ it 
was worse. 


Employment Off 
WASHINGTON. — Department of 
Labor statistics show retail automo- 
tive employment during June dropped 
5.8 percent below May, to reach a 
level 42.5 percent under June, 1941. 


[-One-Crop’ Dealers 
Wait For Rainbow 


“MANY DEALERS, under present conditions 
remind me of the Southern farmers who had the 
finest corn land in America but who let their planta- 
tions go to seed just because their cotton crops ran 
out,” said a factory sales executive recently. “It took 
the government agricultural agents and lots of hard 
work to show these farmers that they could make 
money growing diversified crops on their land with 
the same tools.” 


“Right now with thousands of automobile dealers 
setting the pace and showing ‘one-crop’ dealers that 
service will not only pay the overhead but actually 
show them a profit, these ‘one-crop’ dealers continue to 
sit around waiting for a mystical rainbow to drop them 
a pot of easy money gold.” 


This executive is not far from wrong. Never 
have car dealers had a better opportunity to make 
their service departments pay them a profit on their 
entire operation. 


They have the tools and equipment. If they are 
and their price competition is fast disappearing. 
good business men, they still have the mechanics, 
because they are paying them enough to keep them, 
All they must add to be successful is proper manage- 
ment and service promotion to the car owners in their 
trading area. Like the southern farmer they have 
the best “corn land” in Aftermarket America. 





Seattle Used Car Sales Up, 


Service Volume Soars 


SEATTLE.— Compared to 60 
days ago, the used car situation 


in Seattle is now in complete} has been in keeping good me- 
reverse. chanics, in competition with the 
In June, prospects were few| high wages paid by the govern- 


and used car stocks quite ade- 
quate. Prices were firm, but 
not advancing. Now there are 
plenty of buyers and few persons 
attempting to sell their cars, 
according to Dean Howard, 
president of Seattle Automobile 
Dealers Assn. 

“Prices are very firm and up,” 
Howard told Automotive NEws. 
“This situation seems quite gen- 
eral throughout western Wash- 
ington where there are large war 
industries and bulging payrolls. 

“Dealers are eager to buy 
cars and then sell them, looking, 
in the main, for those in A-1 
condition, with good tires essen- 
tial. The top sellers are 1940- 
41 models, and there is no ceiling 
on the prices. They really pay 
the prices when they see the 
cars they want.” 

“New cars are not so brisk,” 
continued Howard. “The ration 
boards I have been contacting 
seem to be very tough, and it is 
hard to get certificates through. 
They don’t seem to want dealers 


ment and war industries. 


the rule, Totem Pontiac, 


expert mechanics, 
for the 40-hour week. 


News’ Dealer Service Section: 


Converting 


trouble thus far in getting the 
new parts required. Main trouble 


While journeymen mechanics’ 
scale is $50 for a 40-hour week 
in this area, with overtime quite 
for 
example, has been advertising for 
offering $55 
Many 
dealers are paying from 10 to 
15 percent above the union scale. 


Idle Used Trucks 
reveals how dealers have taken advantage of new program. 


Over One-Third 
Of One Grouph 
Making Profit 


Alert Dealers Boosting 
Customer Labor Sales 


30-50% Over 1941 


DETROIT.—Dealers who 
are systematically and ener- 
getically going after service 
business to keep an “over- 
head-paying” revenue com- 
ing into their shops, are finding 
that they can make a profit out of 
service under today’s operating 
conditions. Over 35 percent of 
one dealer body is actually show- 
ing a profit on present operations, 
and service business is practically 
the only source of revenue. 


Dealers who formerly patted 
themselves on the back if they 
were able to pay as high as 60 
percent of their gross overhead 
out of service revenue, now are 
paying as high as 97 percent with 
hardly any more effort. All that 
it has taken to make this increase 
was to cut expenses that were 
connected with new-car delivery 
and show an interest in those 
customers who bring in their vars. 


These dealers have found that 
everything is in their favor on the 
service front. People prefer to 
take their car to the dealer for 
service if they are assured that 
they will not be overcharged and 
that the things they want done 
are done when they get their car. 


Recent surveys show that alert 
service-minded dealers are get- 
ting from 331/3 to 50 percent 
more customer labor hour sales 
than they did last year. Even in 
the gasoline-rationing area this 
survey shows that these dealers 
are getting over 20 percent more 
work than during May and June, 
the gasoline rationing period on 
which the figures are available. 


To date the greatest shrinkage 
in the ranks of service stations 
has been in the filling station 
and small independent classifica- 
tions. This business is now flow- 
ing to the service-minded dealers. 


Dealers have the locations, the 
tools and in most cases the man- 
power to put themselves in a 
profitable operating status for the 
duration. 


Features of Particular Interest 
To Dealers in 


Of particular interest to automobile dealers and their staffs, 
are the following stories in this August issue of Automotive 


This Section 


Signs of the Times, a two-page illustrated article on how 
dealers are meeting wartime problems. 


See pages 4-5. 


Embalming Cars for Dead Storage, a feature on page 22, 
showing how to prepare vehicles for ‘deep freeze.” 


Into Profits, on pages 8-9, 


lowa Dealer, 


Service Men Pushing Truck 
(Pages 





to sell new cars. True, some Tire Service Department Pays Dividends to 
boards are more liberal and|| 0M page 2, gives an insight into the Allen Motor Co.’s operations 
the ‘liberalized’ regulations are|}| in Cedar Rapids, Ia. 
a help.” Other timely stories include: 

Service business is excep-|| Conservation (pages 20-21); Save Parts by Spraying 
tionally good, according to/}]| 12-13) and New Products (Pages 10-11-19-23). 
Howard. There has been little 
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Tire Service Department 


Pays Dividends to 


Iowa Car Dealer 


EDAR RAPIDS, Ia.—Allen Motor Co. (Olds-Buick- 

Cadillac), one of Iowa’s oldest automobile con- 
cerns, is one dealership that has profited from an 
early conversion of space to wartime needs. Through 
most of its 39 years, the Allen firm has maintained 
a large service department; since 1932 it has 
featured a one-stop type of service. 

Early in 1942, President A. H. Allen decided it 
was time to install a recapping and vulcanizing 
department, as a means of providing his customers 
with additional needed service. To assemble neces- 
sary equipment took several months, but by June 
1 the new department was in operation, and the 
company has been swamped by orders since that 
time. 

“This new department works in mighty fine with 
our Super Serv- 
ice Depart- 
ment,” says Al- 
ien. “Et Bas 
brought new 
life to our busi- 
ness, and we feel 
it is going to 
mean a lot in 
keeping us _ in 
business for the 
duration.” 

In connection 
with its new re- 
capping and vul- 


. canizing depart- 

THE FIRST car sold by Allen Bros. 
in 1903 was a curved-dash Olds. ment, Allen has 
developed a 


“systematic tire- 
saving inspection” service which is sold to cus- 
tomers for $14.85; regular price for the work is said 
to be $18.60. One major and four minor inspections 
are included in this service. The major inspection, 
as illustrated by the numbered paragraphs on this 
page, is as follows: 

1. Remove glass and foreign material from tires; 
2. Cement and seal tread cuts; 3. Remove all tires 
and thoroughly inspect them; 4. Balance wheels on 
wheel-balancing machine; 5. Tests are made for 
uneven tire wear. 6. Replace spring valve cores in 
metal stems; 7. Replace all valve caps; 8. Check tires 
for non-skid efficiency; 9. Rotate position of tires 
and wheels; 10. Check wheel alignment; 11. Paint 
tires with rubber preservative. Photo 12 shows the 
coupon card which is made up with five inspections 
listed. One inspection is major, while the other 
four are minor inspections, made every 1,000 miles. 
The 1,000-mile periodic minor inspections include: 
(a) Test tires for uneven wear; (b) check wheels on 
indicator to see 
they are not 
sprung; (c) In- 
spect tires, re- 
moving glass 
and foreign ma- 
terial; and (d) 
Cement and seal 
all tread cuts 
with gum rub- 
ber. 
Service rend- 
ered includes 
all labor and 
material, but 


does not include P ies 
an ial RAY ALLEN, head of en Motor 
Service such ©» (Buick-Cadillac) Cedar Rapids, Ia. 


as vulcanizing, 

straightening wheels, aligning wheels, adjusting 
steering gear, adjusting brakes, or repairing inner 
tubes. 

Allen’s new department is equipped to handle 
recapping for all sizes of passenger and truck tires, 
as well as vulcanizing for all sizes of passenger car, 
truck and tractor tires. a 

Special promotion material, replete with illustra- 
tions, is used by Allen as mailing pieces to customers 
and prospects. Another mailing piece, used to pro- 
mote the company’s super-service department, is 
titled “After We Sell, We Serve,’ and contains 
photographs of the Allen personnel, equipment, 
dealership and specialized services. 

Allen emphasizes his 30 years of experience in 
the automotive industry and a four-point program 
on service: 1. Prompt, courteous, intelligent atten- 
tion; 2. Expert diagnosis; 3. Efficient workmanship, 
and 4. Reasonable cost. 


< 


TR TAKEN THROUGH display 
: ACTOR. hoto shows the 


window, this 

recapping molds and vulcan- 
izers in Allen Motor Co.’s new 
plant in Cedar Rapids, Ia. 
Directly back of this depart- 
ment are two rooms, one for 
tire buffing and the other for 
drying and applying camelback. 


> 


THIS IS a front-corner view 
of Allen Motor Co.’s building. 
Note the emphasis the Olds- 
Buick-Cadillac dealership now 
places on its service and tire- 
recapping departments. 
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L. A. Dealer Find 
F ollowup Effective 


In Service Boost 


LOS ANGELES.—North Star 
Motors, Inc. has been doing a 
profitable service business this 
year, reporting an increase of 
40 percent over the same period 
of 1941. Stanley Walker, man- 
ager, is justifiably proud of his 
active followup system for in- 
suring the frequent return of his 
customers. In addition to using 
the telephone consistently, a con- 
Stant stream of folders, letters, 
and postcards are utilized, each 
highly individualized. 

Recently North Star felt the 
necessity of enlarging its service 
facilities in order to handle bet- 
ter a growing clientele, so the 
firm purchased the business of a 
next door neighbor, Western 
Autowash & Filling Station. 

At present North Star is 
averaging about 120 wash jobs 
per day; and expects to increase 
this considerably within the next 
30 days. In addition to the car 
washing business, North Star 
also acquired an extensive polish- 
ing and lubrication department 
as well as a flourishing gasoline 
trade. 

With the acquisition of these 
added facilities, North Star feels 
it is more strongly entrenched 
with the car owners in their 
vicinity than ever before. The 
expanded quarters now occupy 
approximately three acres of 
space devoted to complete auto- 
mctive service under One man- 
agement and control. 


New Protective 


For Tires 


AKRON. — Research chemists 
of Firestone Tire & Rubber Co. 
have developed a new inexpensive 
liquid tire-coating material, the 
application of which will enable 
American motorists to extend the 
life of tires now on their cars 
by counteracting the effects of 
ageing and other results of cli- 
matic conditions that hasten 
rubber deterioration. 

The new chemical solution, 
known as Extra Mileage Tire 
Preservative, is now being used 
by Firestone dealers and stores 
as a protective dressing for tires. 
It may also be applied with an 
ordinary paint brush by the 
car owner. 


While the primary purpose of 
the new product is to protect 
the exposed surface of the tire 
against sun and climatic condi- 
tions, it also restores, to a 
marked extent, the essential 
properties of flexibility and 
vitality which are characteristic 
of new rubber. Rubber checking, 
common to tires which have been 
in service for some length of 
time, is stopped immediately as 
the liquid flows into check 
cracks, it is said. 

The coating is made from 
plentiful materials none of which 
is expected to feel the pinch of 
rationing restrictions. It main- 
tains its protective value for a 
period of three months, at the 
end of which time a new coating 
should be applied. 


“THIS LOOKS strangely Ce abe niet Dorothy St. 
tt r rher- e 

Pl ng ae “yuare against chafing action of cuts and breaks 
in the cord bodies of damaged tires. Photo at right shows how the new 


‘‘girdle’”’ is applied to a tube. 
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UNDER THE new parts turn-in plan, automobile dealers have an excellent 
opportunity to further help the nationwide salvage program, sponsored by 
the American Industries Salvage Committee, with approval of the War 


Production Board. 


Dealers also are cooperatin 


by junking old cars, 


scrapping old shop equipment and heading collection drives in their cities. 


22,000 Mechanics Sought 
For Overseas Duty 


WASHINGTON.—A drive to 
recruit not less than 22,000 
experienced automobile me- 
chanics for overseas military 
duty betore the end of 1942, has 
been launched under the sponsor- 
ship of National Automobile 
Dealers Assn. Already two regi- 
ments of 8,000 men have been 
recruited and installed at Camp 
Sutton, S. C., and the expecta- 
tions are that, before next year, 
Uncle Sam will have a force of 
at least 30,000 mechanical experts 
to help keep his motorized fight- 
ing equipment in condition for 
active service. 

Maj. Herman 
vice-president of 


Goodin, first 
NADA, who 


+. 7 a 
Salvaging Trade-ins 

ZACHOW, Wis.—-WPA officials esti- 
mate that about 1,000,000 pounds of 
meta! will be sai:vaged from a name- 
less lake here where Albert Radtke, 
automobile dealers, has dumped the 
stripped bodies of trade-in cars into 
the water for 15 or 20 years. A Mat- 
toon (Wis.) farmer, Philip Whitman, 
is hauling the cars from the lake by 
means of a 52-foot pole on one shore 

and a winch on the other side. 


rotector (photo at left), 


Lawrence as 
which 


directed the initial project as a 
civilian, is now engaged in a 
wider program among the auto- 
mobile dealers, 1s a commissioned 
Officer, in securing recruits for 
the Army Ordnance department. 

Enlistment under NADA spon- 
sorship is entirely voluntary. 
The type of men sought are 
automobile dealers, mechanics, 
salesmen and others who are 
familiar with automobile main- 
tenance, as this is the type of 
work they will do in the Army. 
It offers a man in the draft, or 
those who have been thrown out 
of employment by the curtail- 
ment of automobile production, a 
chance to continue their special- 
ized work as soldiers. The units 
are made up entirely of mechani- 
cal specialists. 

Maj. Goodin reports that he 
will arrange for organizing a 
company in any locality that de- 
sires to raise such a unit, except 
where a company is now in 
process of formation. 

Dealers or association Officials 
who desire to raise a com- 
pany of mechanics may secure 
all needed information by writ- 
ing Maj. Herman Goodin, Na- 
tional Automobile Dealer Assn., 
Washington, D. C. 


Plywood Grease Drums 


To Save Steel 


CHICAGO.—Development of a 
plywood “Victory Drum” for use 
in marketing greases will enable 
Standard Oil Co. (Indiana) to 
save for war uses 2,000 tons of 
steel a year formerly required for 
packaging heavy lubricants, it 
is announced. 

Though similar to steel drums 
in appearance, the new con- 
tainers are made 
sheets laminated together. 
only metal used is in fasteners 
holding ends of sheets together 
and in a ring for use in lifting 
the removable lid. The inner 
surface is lined with a chemical 
which prevents greases from 
creeping through pores in the 
wood. 
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WPB Clarifies L-158 
On Lost Parts 


(Continued from Page 1) 


I now own or operate; (b) these 
parts will be used only for re- 
placement of parts that, to the 
best of my knowledge cannot be 
reconditioned by use of available 
facilities; and (c) I will within 
30 days dispose of through scrap 
channels a used part(s) except- 
ing in the case of cab assemblies, 
and parts consumed in use, lost 
or stolen of similar kind and 
size for each new replacement 
part delivered to me.” 

The manufacturer question, 
over which order has _ priority 
rating—regular production’ or 
replacement parts—is answered 
by “producers of replacement 
parts under the terms of this 
order may, not withstanding the 
provisions of Priorities Regula- 
tion No. 1 (Part 944), schedule 
their production of replacement 
parts without regard to purchase 
orders or contracts placed with 
them for other material on 
ratings lower than A-1-A.” 


Only 4 Ratings Higher 

At present, it is understood, 
there are only five ratings higher 
than A-1-A, the four AA ratings 
1, 2, 3 and 4 which apply to war 
emergency orders and the very 
special AAA rating which can 
only be given to specific produc- 
tion by the Director General for 
Operations. No doubt the de- 
mands of the Army and Navy 
may add some additional AA 
ratings to this short listing 
of ratings above the _ replace- 
ment parts order, but 
One or more is added the 
manufacturer of replacement 
parts can manufacture to supply 
his jobbers and dealers at once 
regardless of how much other 
business he may have in his shop, 
if that business does not carry 
an AA or AAA rating. 

Another limitation that has 
bothered heavy-truck manufac- 
turers is that which limits their 
production of parts to 70 per- 
cent of their last year’s quota for 
the quarter if their dollar volume 
of parts in stock is high. Owing 
to the fact that these manufac- 
turers have so many models in 
their line to take care of different 
vocational hauling demands, they 
must of necessity carry a large 
stock of parts to insure always 
having the needed part for the 
particular model and year of 
truck broke down. In _ cases 
where this limitation works to 
the detriment of providing needed 
functional replacement parts for 
essential transportation, it is 
understood that special dispensa- 
tion will be given them if this 
actually is the case. 


Fast-Moving Parts 

A point that has bothered many 
dealers, especially distributors 
and large dealers who have a 
parts distributing franchise, is 
whether they will be able to get 
their quarterly quota of fast- 
moving functional parts for cars 
when their dollar volume of 
slow-moving parts is high. This 


i licceatiieiditaadiceiiaatraadiediaeiaane 


| tributors’ 


until | 


point is covered in paragraph 3 


under restrictions on distributors’ 


inventory. Here it says: “Irre- 
spective of the restrictions in 
subparagraphs (1) and (2), a 
distributor may accept delivery 
of specific items of replacement 
parts when his stock of all items 
in the aggregate exceeds, or will 
by virtue of such acceptance 
exceed, his maximum permissable 
inventory but only to the extent 
necessary to bring such _ dis- 
inventory of those 
specific items up to a total dollar 
value equal to the sales of such 
items shipped from such inven- 
tories during the preceding 
month.” 


Can Still Get Quota 

This means that a dealer, who 
is long on _ slow-moving parts 
like fenders or transmission 
housings, can still get his quar- 
terly quota of piston rings and 
spark plugs although his dollar 
volume is above the permissable 
limit—but he can do this only 
in direct proportion to his sales 
of those items during the corre- 
sponding quarter of last year. 

Replacement parts consigned to 
a distributor or jobber are not 
considered as part of that whole- 
saler’s stock. 

When a wholesaler gives a 
manufacturer an emergency re- 
placement parts order,’ that 
manufacturer must make and 
ship that order before other 
orders not of an emergency 
nature, according to this legis- 
lation. The dealer or wholesaler 
must, however, send along a cer- 
tificate made out in the proper 
form as_outlined in the L-158 
order. 

Distributors, as defined in this 
order, mean any wholesaler, job- 
ber, dealer, retailer, or any other 
person who performs a function 
of selling replacement parts as 
the whole or a part of his busi- 
ness operation. Therefore, all 
provisions which relate to dis- 
tributor stocking, ordering and 
size of inventory apply to car and 
truck dealers, service stations 
and maintenance garages oper- 
ated for the purpose of repairing 
vehicles, where a charge is made 
for the service. 


Limits on Zones 

One provision service stations 
must not overlook is the order 
that on and after Aug. 15 all 
distributors in the Eastern and 
Central wartime zones must not 
order more than a _ 30-day 
supply of parts nor keep in 
stock more than a 60-day supply 
as gauged by their _ sales. 
Sixty-day supply means a supply 
in dollar cost value equal to two- 
thirds of his total sales for such 
parts sold in the preceding quar- 
terly period. In all other zones, 
servicemen are allowed to order a 
45-day supply and have on hand 
a 90-day supply. Ninety-day 
supply means a supply equal in 
dollar volume to his preceding 
quarter’s sales. 


Use This Coupon for More information 


ALL features in this July-Aug. issue are numbered thus: INQUIRY ooo. | 
To obtain more information about any items, circle the corresponding 


numbers on 


this coupon. or if you do not wish to mutilate this copy 
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“We're here to stay” reads a sign on the showroom window of Frank Lower, Inc., 
Lincoln-Mercury dealer in New Orleans. It’s illustrative of the determined manner 


in which automobile dealers, deprived of their chief source of income, have turned 
to increased service volume to carry them through the war. 


Non-automotive sidelines have enabled many automobile dealers to keep the wolf 
away from the door, as illustrated by this sporting goods section of a dealership. 
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ESPITE the fact that the automotive vehicle dealer was the first 
classification of retailers affected by the all-out conversion to war 
production, most of them are still bravely displaying their Neons to the 
public eye. This also in spite of the fact that ever since Pearl Harbor 
they have been kept in a constant state of fear, unrest and indecision 
by the loose taking of executives in high places in Washington as to 
what would be the fate of the cars on the road, which represent the 
only major source of income besides car sales that the vehicle dealer 
could depend on to pay his overhead. 


Less than 4 percent of one large dealer organization has taken a 
walk-out powder and less than 8 percent of another major dealer group 
has given up for the duration, according to the factory sales moguls 
who keep the records. A number of the larger dealers quickly con- 
verted a part or practically all of their service shops to sub-contract 
war work. Photographs of a number of these conversions are shown 
on these pages, but the great majority of car and truck dealers cut 


Dealer Service Business 
Larger Than Last Year 


Dealers and jobbers, in the East especially, faced gasoline rationing with dire 


forebodings. They felt that this step would be the “straw that broke the 
camel’s back.” But a recent survey of dealers from Maine to Florida, in the 
heart of the gasoline ration section, shows that not only was this fear unjustified 
but that the dealers in this area are still doing approximately 23 percent more 
customer labor than they did last year, which was a banner automotive year. 


The survey shows that these 130 dealers in gasoline restricted territory are 
down only a normal seasonal amount in customer labor for the two-week 
period of June 15-30 as compared with April 15-30. Their customer-labor 
volume by two-week periods follows: April 15-30, $195,000; May 1-5, $173,000; 
May 15-31, $170,000; June 1-15, $160,000 and June 15-30, $185,000. Shop service 
orders for the same two-week periods were 39,000, 38,000, 34,000, 35,000, and 
35,000, respectively. After the “shock period” from May 15 to June 15, it is 
seen that customer-labor sales have picked up considerably, that service orders 
are holding their own, and that both figures are well ahead of last year’s 
totals for the same dealers. 


That dealers nationally are doing a good service business and can depend 
on this phase of their business to keep them going until peace is signed, is 
shown by fact that one entire dealer organization is now paying practically 
97 percent of its gross overhead from service revenue, and 35 percent of this 
dealer body is showing a healthy profit in addition. Comparing last year’s 
customer-labor figures with this year’s return shows that this entire dealer 
body is approximately 40 percent ahead of last year. In April, 1941, customer 
labor was approximately $20,000,000 while in the same month this year dealers 
sold $28,000,000. May figures are even higher. In 1941 customer labor was 
$25,000,000 while in 1942 it rose to $35,000,000. And Parts Order L-158 assures 
its continuance. 


Home supplies, as represented by these tools, are supplying extra revenue for auto- 
mobile and tire dealers. Merchandise table profits pay the light bill. 
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General view of Earle North Buick Co.’s shop in Houston, Tex., converted to the 
manufacture of sheet metal and metal parts needed in the war effort. 


Schumacher-Fricke Chevrolet, Little Falls, N. J., has converted a portion of its 
shop to the manufacture of machine tools. Above, a closeup of shop. 


Berry Motor Car Co., St. Louis, has converted part of its shop to the assembly of 
tractors, which are being used in operations of the nation’s armed forces. 


ie a 


their expenses as much as they could and determined to ride this war 
out on the “service” front. 


Now the change in Washington thinking, as expressed by the 


Replacement Parts Order L-158, has assured them of rent-paying 
income until the war is over. It is well this happened, because these 


dealers represent important maintenance shops for the 20,000,000 Another view of the Schumacher-Fricke Chevrolet machine shop in Little Falls, 
cars and nearly 5,000,000 trucks that must be kept running to prevent N. J. All machines except one are new; cost estimated at $5,000. 
a transportation bogdown that would imperil our war effort. 


Photographs from dealers and field correspondents. INQUIRY 200 


et sth es ee 


ee ee 


Portion of Bilgere Chevrolet Co.’s shop in St. Louis, being devoted to tool and die Converted shop of the Springfield (Mass.) Buick Co., which was one of the first 
making. Two and one-half floors are being utilized, employing 20 men. automobile dealers to turn to the manufacture of machine tools, guages. 


a 


Wilmington (Del) Auto Sales had planned to use this space for preparing new cars Indicating the size of the machine-shop operation at Wilmington (Del.) Auto Sales 
for sale; instead it’s been converted into a machine shop for the U. 8. is the second view (compare with photo at left). 
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This young fellow, seen fitting piston pins in Ridge’s South Bend Ring the bell for immediate at- Shop foreman of the main store at South Bend at 21 years of age j {| 
store, can still get along without shaving over once or twice a week. tention—says the sign on the —‘“and a crackerjack, too!” says Ridge. This is one of the boys 
Yet he’s a mechanic, make no mistake about it. counter at South Bend. selected by the Ridge mental-measurement test. 


Ridge Trains 'Em Young 


Owner-Manager of Three-State Jobber Chain 
Makes Mechanics Out of High School Graduates 


HEN most jobbers and service station managers were 

worried almost sick because war industries were grabbing 
their best mechanics through high wages the automotive 
shops could not pay, Everette L. Ridge, president of The Ridge 
Co. went serenely on, confident that his shops would be well- 
manned and that his employes would stick with him. He has 
not been disappointed yet. 


Ridge has in each of his stores a personnel of young men, 
the average age of his entire organization including branch 
managers is approximately 27 years old. They are Ridge 
trained and believe that this automotive wholesale organization 


is the best jobbing set-up in America. Boss Ridge at his desk in the South Bend main store. 
From here he runs branches in four states. 





Ridge, a former high school teacher and coach of football 
and basketball, knows boys. Early in his automotive business 
career he made up his mind on one fundamental of his busi- 
ness: He would train his own mechanics and store managers. 
So each spring he goes to the head of the high schools in the 
cities where his 21 stores are located and gets a list of the top 
10 students that are not going on to college. From these he 
selects the men who will man his shops and eventually be his 
star salesmen and branch managers. Ridge has only three 
competitors who stand a chance to get his mechanics—the 
Army, Navy and Marine Corps. 





Starting in the automotive wholesale business in November, 
Most Ridge shops are set up for 1928, with one store at Manitowac, Wis., Ridge now has 21 
engine rebuilding as well as for giv- stores, 16 of which are wholesale automotive only. Each of 


ing precision service on all engine these has an excellent shop. 
assemblies to their automotive serv- South Bend store counter and part of the shop equip- 


ice and fleet owner customers. Photographs staff photographer. INQUIRY 201 ment display floor. Note bell front of post. 








Shop layout of one of the Ridge stores. This one shows a mechanic doing a clutch- Engine rebuild end of South Bend shop, showing the big Landis crankshaft grinder 
rebuild job—a source of considerable revenue for these well-staffed shops. in the right foreground. (Continued on Page 18). 
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You know about the vital program of ODT to conserve trucks 
through better maintenance! You know how important it is. You 
know what every truck owner should do. But do you realize what 
an important part YOU can play? 

MOST of America’s trucks are not in big fleets. They are scat- 
tered in ones and threes and half-dozens all over the country. 
The storekeepers and dry-cleaners and coal dealers and farmers 
who operate these trucks are the ones who need maintenance 
service the most—and they are the very ones who need the most 
help and encouragement in setting up regular inspection-and- 
service arrangements. 

MAKE SURE every truck operator in your territory—whether 
he operates one half-ton delivery job or a fleet of transports— 
knows about your maintenance facilities. Make sure he gets a defi- 
nite proposition from you—how much service for how much money. 

REPRINTS of the COLLIER’S Truck Spread—accompanied 
by a short letter, and followed-up by a call—will establish the 
contact. . . . Remember, it’s up to YOU to help “Keep ’em Fit 
to Keep ’em Rolling.” 


Reprints of COLLIER’S Truck Spread (issue of August 8) 
are available now at $2 per 100. Minimum order 300. 
Payment must accompany order. All shipments made 
by express, charges collect. Address PREVENTIVE 
SERVICE, COLLIER’S, 250 Park Avenue, New York City. 


VERYTHING bas to be dose 

to save trucks NOW. For say- 

body who aeeds « =o 
before doing his level ie 
TRUCK MAINTENANCE COSTS Taow on hun thon 400000 ase 
trucks left im the pool—te be dis 


A BILLION DOLLARS ANNUALLY inatalencho eanGed Goeeranens 
—AND WE HAVEN’T THE TIME, Normal hic rep, end 


Se eee ee 
MEN, MONEY OR TRUCKS TO eereipeehioten 


that, o0 the old basis, we have less than 
WASTE ONE THIN DIME. 3 months’ aormal supply of trucks to 
last ‘til Victory. Aad without trucks, 
the baby won's get its borle aor the 
bartleGeld its munitions. We bere it must be applied on every one of the 
make present trucks Last longer! 5,000,000 trucks oe the roed. So follow 
How are we going to do it? these four “D's” to keep your wucks 
We are going to do it byachangeof doing their be: 


f * Darve CAREFULLY — Even if you are 00 2 4-lane highway 


and not a soul in sight, don’t go over 40. Be a leader ia this crusade to 
save rubber and trucks. Set the example. Make easy stops and starts. 
Watch the curbs and stay away from them as if they were poisoa. Take 
the turos sweet and slow. ... Truck drivers have beea praised for their 
well-earned capacity for courtesy. Now let them show what the Natio 
can do when it comes to putting every ounce of their driviog skill into 
saving trucks and tires. 


% Dow OvERLOAD-— nscsing 12 overloaded rect 

the same bad result as if the tires were woder-inflated. Don't let this 
happen to the truck in your charge. Kaow the capacity of your truck 
down to the last pound and follow the iastructions of the Office of 
Defense Transportation. Get the table of rated tice capecities from 
ODT or your tire dealer and figure out your case right sow. It is so 
simple. From this table you take the rated capacity of the size tires you 
are using. Multiply this by the number of tires oa the truck aad sub- 
tract the weight of the truck. Then you have your truck's load-carryiag 
capacity. Remember that figure as you remember your owa telephose 
oumber. 


% Darcy rime Ceca ~ py tease o0ce 2 day, check every tre 
Go around your truck like a pilot goes ‘round his plane before taking off 
on a vital mission. You're the captain of this ship of the road. Get the 
feeling ia your bones that life and death depend upoa you, persoaally. 
Sunk derehe guesnan Uke otauh, es das de dats eno citing agin 
Be on the lookout for cuts, bruises, aligament and balance. 


* Dany REPORT— Every “pilot” of every truck should make « 
daily report covering its service needs. If you doe’t have s maintenance 
department of your own, make a tie-up with « competent service orges- 
ianndon and work out» plea for dolly Proventive Service, The mala poles 
is to have necessary mechanical adjustments made every dey. That is the 
way to avoid major breakdowas. It bas bees Ggured that if, with constant 
care, we can reduce truck maintenance cost 25%, we will aot oaly save 
our trucks, but we'll save enough maopower, money aad materials to 
build $,000 extra tanks per year. That's a geal worth shooting for! 


ACT HOW! Y yee beven’s received your capy, wad ODT for the free booklet 


Proveasive Service, 230 Pack Ave.,.New York Ciey. * 
INQUIRY 300 
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Here’s the eleven ton and one-half trucks that were idle because their owner had no work for them and which Knorr-Maynard Co. has started back into circulation as 


practically new jobs, to help relieve the tremendous demand for heavy-duty carriers. 


Knorr-Maynard helped the war effort and its cash till at the same time. 


Converting Idle Used Trucks Into 





Here’s two of the used trucks as they 
looked before they started through Knorr- 
Maynard’s shop to be completely rebuilt. 
Note how the cab in one job is banged up 
over the rear cab window and the other 
cab dinged near the frame. The main 
reason for the rebuild operation however 
is to put the working parts in prime 
condition. 





All bent and torn sheet metal is first repaired and then removed from the chassis, 
including the cab, as shown below. A bad dent in one cab has been bumped out and 
soldered so that this cab when remounted and painted will look as good as new. 
A dinged fender on the other truck is repaired. 


ae 


NCLE Sam needs trucks. Fear of a bogdown in our national 
transportation is now the new worry of Official Washington. Both 
the War Production Board and the Office of Defense Transportation 
have given the nod to rebuilding new and used medium-tonnage trucks 
(11% ton) into heavy-duty carriers, with a gross rated capacity of over 
16,000 pounds. Trucks can take up the excess tonnage the nation faces 
this fall and winter—if there are enough of them in shape to haul. 
Truck dealers have the greatest opportunity they have had since 
war began in rebuilding used jobs into near-new and selling them to 
essential haulers. Yet they sob that there aren’t any used trucks, 
because their lots are bare. They overlook the fact that their customers 
may have trucks which they might be glad to turn into money now. 
An alert truck equipment distributor, Knorr-Maynard Co., Detroit, 
didn’t let cobwebs pin it to any wailing-wall. Firm officials went out 
and found a hauler whose business had slipped out from under him 
and had no use for most of his trucks. They bought them and sold two 
immediately to a hauler of material for a war production plant. The 
trucks were completely rebuilt. Here’s what was done to them. 
INQUIRY 202 


Removing sheet metal and cab allows mechanics to get at every functional part 
easily without loss of time. The first truck has now been shorn of tin ware, cab and 
radiator and the engine is ready to be taken out where it can be overhauled on the 
bench while the front axle and steering mechanism are being checked. 
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Stripped clean, the chassis is now ready to have all gusset and cross-member rivets Rebuilt and repainted with new heavy-duty axle, 10.00x20 tires, heavy wheels, 
checked and tightened if loose, worn spring bushings replaced, steering parts replaced auxiliary fuel tanks mounted and ready for work with a new rated capacity of 16,500 
if worn badly and frame strengthened for the heavier axle. pounds gross. Tires are available for these jobs on essential hauls. 
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Your customers need and will 


buy this important protection 


Front view of rebuilt job. Engine is 


entirely rebuilt, cylinders rebored if 
necessary, transmission overhauled, drive- 
shaft and universals checked. All badly e 
worn parts are replaced and the entire 
job completely repainted so that it looks 
like a new truck when it is delivered. 
Dealers rebuilding trucks in this manner 


build business and help the war effort. 


Profits 


Fuel Filter 


From “Junker” to bus chassis could be 
the caption line for the — two a 
tures, for that is just what they portray. Hig ae P - 
Swarthout-Chevrolet Inc., Whiting, Ind., that used in the filtering of drugs an 
took the truck for this —— oe ° unusually efficient filtering substance. 
junk yard,.rebuilt it, added a slip-over 

frame extension, lengthened the drive 

shaft and made it ready to haul war 

workers to and from work after a re- 

paired “junker” bus body was added. 

Rebuilding trucks pays any shop. 


“A specially prepared clay — similar to 


CARS22ETER 


PRODUCTS OF PRECISION 


Osea 


Built-up tractor for hauling heavy ma- 
chinery and shovels that was really a 
product of the junk yard. Hadley Trans- 
fer and Storage Co., Salt Lake City, put 
this “heavy” together from a pair of 
Mack axles, IHC frame, General Motors 
engine, hood, cab and radiator. No 
priority needed to build trucks like this. 
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® THE MODERN BACK-GEARED SCREW-CUTTING LATHE 





~NEW PRODUCTS AND 


New products, which the serviceman can obtain to sell, 
and new equipment for shop use, have become nearly 
extinct. In an endeavor to keep our readers as fully 
advised as possible regarding the products, parts, tools 
and equipment that are still on the market, this depart- 
ment will continue to portray products that are available. 





Power booster convenient 


Large wall charts on lathe practice aid shops turning out war work. ffor service calls; lifts AAA contest board members check tests on the effectiveness 
Present reference information useful to all machinists. Inquiry 204 off cart. Inquiry 205 of spark plug correction in extending gasoline mileage. Inquiry 206 
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Permanent-type anti-freeze uses no 
critical materials. Jobber distribution. 211 


i's tele - 


Cars on soap-boxes are no good to their owners 


...no.use to the nation...no market for you! 






Don’t let dirty oil put your customers’ cars on 








DIRTY OIL soap boxes. Clean oil will help your customers keep 
ae ‘em rolling. Regular Purolator service, profitable 
PARTS in itself, safeguards future profits by preventing 












engine trouble which might put the car off the road. New non-greasy material for sticky 
doors, windows, etc. Won't collect dust, 
said to be moisture proof. Inquiry 212 


me \ 
OE 
Ga 

ZY ZS 


‘ Replacement f i 
can get your filter equipment from the founder made of fibre, may be lubricated. #15 


Genuine Purolator replacement elements list 
at $1 and up. Genuine Purolator filters and con- 


version units also at popular prices, with imme- 





diate delivery. Don’t accept substitutes when you 


and leader of the oil filter industry... Purolator 






CLEAN OIL 

KEEPS 
ENGINES 
HEALTHY 


Products, Inc., Newark, N. J. 








eleyie 
ae  ROLA 


Liquid insulation for car wiring; protects 
against moisture; lasts 6 months. 214 
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! PARTS AVAILABLE NOW 


The items featured may not always 
be new designs or new products in 
the sense that they are new crea- 
tions; they may be new adaptations 
of products or equipment that 
have been made for years. 





Ceiling-price sticker is Floor level indicator enables Quart bottles for motor oil are filled and sealed by special 
applied without moisten- checking of wheel alignment machinery. New bottles, replacing cans, conserve vital material 
ing, peels off quickly. 208 anywhere. Stops guessing. 209 but permit refinery sealing. Inquiry 210 


Salut Caf ot 
PLUG-CHE LFS #1000 
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Scene showing the correct use of micro- 
meters, from new film, “Plain Turning.” 
Inquiry 218 





| 





Cy RLY 
s Vy nel of 


ae weaves 





“Little Doc” is out again, advertising 
brake linings. Appears on many dealer 
helps, ads, etc. Inquiry 216 










Rubber testers will 
be available for 
1942-43 season. 
Needed even more 
now due to pos- 
sible shortage of 
anti-freeze. Six dif- 
ferent testers in- 
cluded in line. 217 








t 
SWIVEL RING 





t 
KEY SOCKET 
Socket-type wheel lock, safeguarded by 


a free-turning swivel ring. Made in 
two sizes, fits nearly all cars. Inquiry 207 


AUTO-LITE’S NEW INSPECTION SERVICE 
GIVES DEALERS A CHANCE TO SELL 








Granular oil absorbent is fireproof, skid 
preventing. Reduces fire hazards. Inq. 215 
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“THE GREATEST. SERVICE 
SELLING TOOL EVER 
GIVEN THE INDUSTRY” 


" ‘That's the good news dealers are broad. » 


casting about the way Avto-Lite’s sensa- 
tonal new “Plug-Chek" Inspection Service 
boosts volume. Get the omoz 


Plug-Chek 
Indicator and see for conatte IT'S FREE. 


2 


ee 
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‘I cannot praise your new ‘Plug- 
Chek’ sales tool enough,’’ writes 
Jim Imes, Imes Service Station, 
Columbus. ‘*‘Plug-Chek’ Inspec- 
tion Service helped me sell over 
300 Auto-Lites fast. And ‘Plug- 
Chek’ created the opportunity to 
get under the hood and sell other 
parts such as ignition wiring, 
distributor points and rotors, 


fan belts, radiator hose, heater hose 
and under-hood batteries.”’ 

AAA tests show ‘* Plug-Chek”’ 
helps increase gas mileage as much 
as 12 per cent. Use ‘*Plug-Chek”’ 
to improve car performance and 
boost your service and part sales. 
Write to The Electric Auto-Lite 
Company, Merchandising Division, 
Toledo, Ohio, or Sarnia, Ontario. 


SPARK PLUGS 


IGNITION ENGINEERED BY IGNITION ENGINEERS 








A 








ae a replacement parts or 
to build up to 125 percent of the nu 
responding quarter of last year an 
to 75 percent by the same yardstick 
by trucks, buses and automobiles wilf be 
due to the restrictions placed on bgt} m 
parts especially for older vehicles, fi 
at least for the duration. These parts mt 
Truck and bus axle and transmj 
hard to get, due to the fact that al T 
overflowing with war production and ha‘ 

















Repairing worn parts, by building up the bearing surfaces with metal sprayed on, Bearing surfaces on crankshafts can be Photographs courtesy Metallizing Eng. Co., Inc., New C 
may be the only means of replacing a part like this bus spindle pin. built up to their original size. Coordinated Trans:, Cincinnati St. Railway Co. and Phi 


NTI- 
PRICE &- 


| | : ] + 
After being sprayed with steel %” deep, CG. YS eaten € 


the pin is then finished off on a grinder. 
Entire operation took only 40 minutes. 
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Steering arm spindle pin for a Twin 
Coach bus is here shown ready for its 
coating of metal to bring it to size. 








You cannot make any money on any anti-freeze, at 


any price, if you can’t get it. 


Now this much is positive: You can get plenty of 
SUPER PYRO anti-freeze if you order NOW. 





You can get SUPER PYRO quantities NOW that will 
Axle shaft for a bus being built up with 


cman tue te tells te tearinn keep you in the anti-freeze business. You'll keep 


surfaces back to normal size. 


_ 


customers and goodwill with SUPER PYRO. 


Yes, SUPER PYRO will sell higher—for plain good 


wartime reasons. 


But the point is that you can get SUPER PYRO now. 


So you'll have SUPER PYRO and you’ll make your 
anti-freeze profits. 





Preparing clutch shaft and lever assem- 


bly for the metal- tion. Sur- . : 
ee nes People will want SUPER PYRO because they’ll know 
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158 permits makers of truck parts 
th number of parts sold during the cor- 
S passenger car parts to be built up 
does not assure that all parts needed 
wil’ be available to servicemen. In fact, 
aker and jobber, some slow-moving 
y be out of the market permanently or 
irtsy must be saved to save the vehicles. 


i parts also may be very scarce and 
§yu:| ufacturers of these parts are filled to 
and haven’t any excess production capacity. 


., New Orleans Public Service, Inc., New Jersey Public 
and Philadelphia Transportation Co. Inquiry 25 


rR 


can get! 


They can get it from you, if you get your SUPER istration reflect the 
PYRO now. They'll need it! Even if they drive less, increased costs arising 
they'll still need at least the same initial fill of 


anti-freeze. 


" YOU CAN'T MAKE A PROFIT (3° & we 
FROM EMPTY SHELVES. 
m SUPER PYRO IN QUANTITY sce ve 





m 1S AVAILABLE TO YOU NOW. eéewtossixe 
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SUPPLY 


from experience that it’s always worth its price. C EI LI Ri G 
Strong 1942-43 consumer advertising will keep on 


selling SUPER PYRO—to all the people who always ee ie i C t 6 
want it—and to all the people who'll want what they The following official 





Worn worm shaft bearing surfaces can Sleeve valves for Knight engines can be restored to their original size by this parts- 
also be built up to fit original bearings. saving method of spraying on metal to replace that worn off. 


EEZE 





Many jobbers have these metal-spraying 
machines and are able to save many 
parts like these shafts and _ yokes. 





These cams, pins and shafts have been 
finished after being sprayed with steel 
and some with stainless steel alloy. 


Ceiling Prices of the 
Office of Price Admin- 


from war conditions. 


SIZE OF PRICE PER GALLON 
CONTAINER DEALER RETAIL 


54-gal. $.87 $1.40 
5-gal. .94 1.40 





Parts range that can be saved by metal 
spraying is wide, from engine blocks and 
heads to gears, crankshafts and spindles. 





is manufactured by 


Worn worm shaft, axle shaft and wheel 
hub, all scarce parts, that have been put 
back into service through metal spraying. 
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Description 
(Key to Fig. 1, at left) 


Float Chamber 

Main Jet 

Main Metering Well 

Idling Tube 

Idling Jet Calibration 

Idling Channel 

Permanent Bleed 

ins Adjustment Needle 
u 

10. Secondary Venturi 

11. Main Discharge Nozzle 


WRNAM SS 


12. Metering Holes 
13. Bleed Opening 

14. Pump Cylinder 

15. Fuel Channels 

16. Vacuum Channel 
17. Vacuum Channel 
18. Vacuum Piston 

19. Check Valve 

20. Ball and Weight 
21. Upper Check Valve 
22. Accelerating Jet 
23. Power Jet Valve 
24. Fuel Channel 

25. Power Jet Valve Calibration 


+410 
\6- 


ge 
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From the 


Technical Service Department 
ETHYL CORPORATION 





Facts and Flashes 


FROM THE WARTIME AUTOMOTIVE FRONT 





1600 West Eight Mile Road 
DETROIT, Michigan 


Octane ratings of gasolines for civilian use continue to hold up fairly 
well. Still no need to penalize performance and economy by the use of 


extra cylinder head gaskets or low compression cylinder heads to over-— 


come knocking. 


Hot weather may aggravate knocking complaints—so in some cases it may 
be necessary to retard ignition timing slightly for summer driving. Be 


careful not to over-retard, as this will lose power, cause overheating 
and waste gasoline. 


Mechanics can help war effort by conserving parts. For instance, if one 


spark-plug is bad, only that one should be replaced. Same goes for 
valves and other parts. Consider also repair instead of replacement of 


many parts—thus conserving strategic materials. 


American military gasoline is reported far superior in antiknock and 


other qualities to Axis fuels. U. S. petroleum industry fortunately de- 
veloped new processes and enlarged facilities in peacetime. Basic reason 
for lower octane civilian gasolines is diversion of high octane compo-— 


nents and antiknock fluids to military use. 


U. S. is independent of foreign sources for making antiknock fluids. 


Materials used are all commonplace domestic raw materials—salt, 
molasses, lead, sulphur, petroleum and sea water. This, plus recently 


enlarged Ethyl manufacturing facilities, assures ample supply of anti- 


knock fluid for military gasolines used by Army, Navy and Allies. 


"Oil is ammunition—use it wisely!" 
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Servicing Zenith 


ENITH Series 30 is a down- 

draft carburetor with cast-iron 
bowl construction. It employs a 
secondary venturi to aid in com- 
plete vaporization of the fuel. 

Providing extra fuel needed for 
certain operations, a vacuum-con- 
trolled power jet and accelerating 
system are incorporated in the 
Zenith Series 30 corburetors. By 
adding fuel only when necessary, 
it is possible to obtain good fuel 
economy in the normal range of 
operation without sacrificing per- 
formance, it is said. 

The power jet system comes into 
operation only under long, hard 
pulls or at high speeds when the 
manifold vacuum remains low. If 
a driver approaches a grade and 
opens the throttle to accelerate, 





2 Here is a general view of Series 30 
Zenith carburetor for International 
trucks. 





These are the carburetor service tools 
required on the Series 30 Zenith 
carburetor. 





To service, remove the four cover 
assembly screws of the Series 30 
carburetor, using a screwdriver. 





5 Raise cover assembly, being careful 
7 not to damage float assembly or idling 
jet assembly. 
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' Carburetor Series 30 


i [ the accelerating fuel will be dis- 
charged but, because the manifold 


vacuum remains low, the piston alient Featur 
continues its downward travel s ee 
until it strikes the stem of the Zenith Series 30 carburetor: 
power jet valve and causes it to Is a down-draft carburetor, em- 
open. — ploying a secondary venturi to aid 
By this time the pressure of the vaporization of fuel. 
fuel in the float chamber causes Is balanced, in that all air for 
the check valve in the bowl to fuel chamber ventilation and idling 
open. Fuel then travels through must come through air cleaner. 
fi [ the accelerating cylinder, past the Is designed with vacuum-con- 
power jet valve and is drawn trolled power jet and accelerating 
through channels to be discharged system, which provide extra fuel 
into the air stream through the ee Se 


g [ secondary venturi. The amount 
of this fuel is measured by the 
calibration in the power jet valve 


assembly. 
Photos International Harvester Co. 225 





1 Next remove the fuel valve seat and 
gasket, using C-161-85 (SE-1190-14). 


(Continued on Page 16) 
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UAT ON (es EVV hf 
cpr srs ayes: 
: can you be sure of getting 


Cy \ when you need them? 





yr 


GOOD OIL will make them last longer 


Car OWNERS used to worry about traffic laws. Now they 

worry more about the law of supply and demand. War priorities 

and allocations have disrupted the whole replacement picture 
. . conservation is all-important. 

Because oil is such a vital factor in conserving engines and 
engine parts, you naturally want to give your customers the 
benefit of the best oil to be had. 

And you can’t ask for better proof of oil performance than 
this:—Pan American Clippers have used Wolf’s Head Oil for 


over 13 years, for more than 900 million passenger-miles. 





7 Remove idling jet and metering well 
assembly, using a % inch open-end 
wrench. 





Remove float axle, use screwdriver to 


push axle from slotted end. Use Follow long-range aviation experience. Recommend and sell 
fingers rest of way. 


Wolf’s Head—be certain of giving your customers the protection 
for which they depend on you. Wolf’s Head Oil Refining Co., 
Oil City, Pa.... New York, N. Y. 


Be Ahead with 





In servicing the Series 30 carburetor, 
the next step is to remove the fuel 100% PENNSYLVANIA Gt P.G.C.O.A. Permit No. 19 


valve. 


aS... 
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More Valuable today than precious jewels 
are Duro Chrome Tools in the maintenance 
and production of needed war materials. 
There just aren’t enough Duro Tools to fill 
an ever increasing demand. That’s because 
war metal limitations permit us to make 
only tools for military demands. If you're 
the lucky fellow with Duro Tools, take care 
of them through this emergency. 


DURO METAL PRODUCTS COMPANY 
Dept. AS-4-2649 N. Kildare Ave., Chicago, III. 
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s6--News is 


ee ewes 
UAW Factional War Stymies Union Activity 
BLASTS LEWIS MYTH 


SAE Studies Riding Comfort, Engine Design 


more important 
than ever 


999 


these days! 


ar Reding Comfort, Enguae 
Dirsogn Feature SAF Meoting 


You need Automotive News, the Newspaper of the Industry, 
more than ever today when things are happening in Washington 
daily affecting your business future. Our correspondents in 
every state get the News of the automotive industry wuich we 
deliver to your desk every Monday for less than 10¢ per week. 
Use the coupon below TO-DAY, while you think of it to start 


Automotive NEWs coming. 


Automotive News, Detroit 


Enter my subscription for: 


One Year $4 [1] Six Months $2.50 [] Three Months Trial $1.50 [ 


for which enclosed find check [] or bill me 30 days [] 





1 


1 


carburetor, 


Next, in servicing Zenith Series 30 





remove vacuum pump 


assembly, using fingers. 





Note the notch in which the piston 
is attached to the pump assembly. 
Replace in the same notch. 





1 


The next operation calls for the re- 
moval of idling adjusting needle and 
spring. 





1 


Hold the air shutter lever in open 
position, file off riveted end of air 
shutter retainer screw. 





1 


Then remove the air shutter re- 
tainer screw with a_ screwdriver. 





1 


Remove air shutter shaft assembly 


Put stem, 
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spring on upper side. 


and bracket. 














1 Note location of air shutter bracket, 
then remove the retainer screw 





1 Then remove the power jet valve 
and gasket, using service tool 
C-161-121 (SE-1190-19). 


Yr 





1 Next step is to remove the lower 
plug and gasket, using a *%-inch 
open-end wrench. 


ne 


a 





20 In the next operation, remove the 
main jet and gasket, using a screw- 
driver. 





2 Remove accelerating jet channel 
plug using C-161-122 (SE-1190-20). 


po r 





° Next step is to remove accelerator 
jet, using C-161-21 (SE-1190-8). 
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23 When installing accelerator jet, use 
service tool C-161-125 (SE-1190-21). 
Drive the jet in as far as the shoulder 
on the tool will permit. 


27 Before installing pump refill check 
ball, place piece of wire about three 
inches long in vertical power jet channel; 
hold thumb against accelerator jet chan- 
nel opening while dropping ball in place. 
Make certain ball is in correct channel, 
then drop weight on top of the ball. 


2 Then remove the pump check valve 
(Item 19, in cutaway figure) using 
C-161-123 (SE-1190-22). 


reinstalling pump _ check 
use C-161-124 (SE-1190-23), 
Clean and 


2 When 

valve, 
tap lightly with a hammer. 
check all parts. 


§ 


3 Reassemble carburetor parts, setting 
float level at height of 1% inches, 
as shown. 
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2 As shown in the above illustration, 
remove the air vent check valve 
(Item 21, in cutaway figure). 


2 When installing air vent check 

valve, use the end of the stop bar 
(C-161-122—SE-1190-20), and tap lightly 
with a hammer. 


2 It is then necessary to turn the 
carburetor upside down to permit 
the refill ball and weight to fall out. 
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The Sperry-Cammen Adheroscope* proves in the Labora- 
tory, what Amalie oils and lubes are proving dramatically 
through outstanding performance records. It is simply 
that they have greater oiliness than you could expect from 
oils refined by less advanced methods. And oiliness is 
the fundamental quality that keeps any lubricant on the 
job—doing a better job for longer periods. 


Amalie oils are oilier to start with—because they're made 
from top grade Pennsylvania crudes. This vital quality 
is fully safeguarded by the exclusive Amalie straight-run- 
refining methods.* 


Prove to yourself the advantages of Amalie oils and lubes. 
Write today for full details on these better lubricants. 
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* LESS SLUDGE 
* LESS CARBON 
* WILL NOT CORRODE COPPER-LEAD 
OR SIMILAR 

MODERN —N MAL ; 
BEARING ALLOYS (a ry aL 


ann 


*The impartial Sperry-Cammen 
Adheroscope rates straight-run 
Pennsylvania oils highest in 
the field for oiliness. 
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Ridge Trains ‘Em Young Continued from Page 6 l | 





THE ANSWER TO »»» 


PROFITABLE ARMATURE REPAIRS ! 


1> 


Ridge maintains a constant inventory of 
all stores as well as furnishing both 
branches and incorporated stores with 
a stock classification listing of many 
items such as piston rings, bearings and 
gears. A characteristic Ridge note ap- 
pears on one page “if you are out of 
the above numbers (transmission gears), 
you are out of 70 percent of your sales.” 






22> 


Left and left, above show valve and 
valve-seat grinding tools, used exten- 
sively in both engine rebuilding and 
customer service. Engine rebuilding is 
one of the most important services that 
the automotive jobber can offer his cus- 
tomers in these days of acute transporta- 
tion shortage. 


LITTLE JOE 


UNIVERSAL MICA UNDERCUTTER 


Constructed of semi-steel with heavily reinforced ribbed frame and 
accurately machined, Little Joe can be used with any standard make 
lathe up to 15 in. swing. With a sensitive depth control, Little Joe cuts 





3 > 


Shop foreman takes a hand at grinding 
an engine crankshaft for a particular 
customer. Of course, in the Ridge shop 


new grooves clean, square, uniform in depth and parallel. Powered by there is no deviation from perfection in 
a high-torque series wound universal type motor which operates on any crankshaft grinding. Having the 
110-125 A. C. or D. C. current, it handles all armatures with from 5-8 proper machine tools to do the job is 
to 4 in. commutator diameter. Used by large Fleet Operators, essential these days when the jobber 
Service and Repair Shops and U.S. Governmentin airplane must depend more and more on the 
maintenance. By mounting Little Joe in lathe tool post you can turn, revenue from the machine shop. 


undercut and polish without removing armature from lathe centers. 
SEND FOR YOURS TODAY! 


ST. JOE LATHE CO. 


315 W. JEFFERSON BLVD., SOUTH BEND, INDIANA 4 > 





This piston lathe helps ODT save parts 

INQUIRY 311 that otherwise would have to be replaced 

with new. Also permits fitting pistons 

INQUIRY 312 to odd-sized engine bores. Many re- 

placement pistons to fit former alumi- 

num piston engines now are available 

only in unfinished blanks. They must 
be turned down to fit the bore. 





- 


5 > 


Frank Kramer, manager, is one of those 
executives who seem natural doing three 
or four things at one time. He keeps 
things running smooth in shop and field. 
It’s really a treat to see him answer 
the phone, talk to a salesman who is 
trying to sell him something and 
answer questions by countermen all at 
the same time. 





6 => 


Headquarters office at the South Bend 
store, where 11 alert clerks keep the 


fa Rm f Wa 'S records straight and accounts posted. 
¥ Another evidence of youth here is seen 


in the Ridge Co. treasurer, who is just 






You can help him 


a 
four imp ny 
u have a partner fighting 23 years old. This office force is the 


Somewhere at the front yd ne oe tee” lad 

—_ ~ ; ; eart oO e wide-sprea joDpDIn. 
a ee: ~ pesoneny, Saaeeee, os gon = Me pan empire. Stock control starts from here. 
win by taking care of yours— leaving more available 
for vital war work. Here are 4 important ways to do it— 


1. Maintain a complete assortment -_ 
of good tools for your work. 

2. Use the right tool for the right job. Branch store—this one at Waukesha, 

© right tool fo ght job Wis. is typical of the 16 automotive 

3. Use your tools properly. jobbing setups. Others are located in 

, tan Manitowac, Marinette, Prairie Du Chien, 

4. _—- them in S - condition put Janesville and Madison, Wis., Dubuque, 

them away safely and carefully. Iowa, LaPorte, Ind., Niles and Benton 


Saving just one of peer tools from damage or loss will #4rbor, Mich. 

help give your soldier-partner a better rifle — a sharper 

bayonet when he needs it most. Plomb Tool Company, 

Los Angeles, California. 8 > 


arma ia encanta Headquarters store at South Bend, Ind., 
3 es iy Boal ck 4 where Ridge makes his office and where 
policies for the entire Ridge and 
Schrader stores, which are also con- 
trolled by Ridge, are made and executed. 
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In this ultra-modern service shop 
““‘Hallowell’’ Work-Benches are 
“PART OF THE PICTURE” 


Illustration shows a corner of the machine-shop, with a 
special adaptation of “Hallowell” Work-Benches for valve- 
work. 1367 “Hallowell” Work-Bench Combinations give 
ample opportunity to choose the exact style of bench wanted. 
Tops are of smooth, high-grade laminated wood, Masonite. 
or if advantageous, of steel. Benches can be quickly set up 
and easily moved, if necessary. The strong angle legs insure 
rigidity without costly bolting to floors. Deliveries are 
better than average. Tell us your requirements. 


Three new portable service stations for industrial lubrication. Each unit, a complete 
lubrication department in itself ready for instant operation, can be mounted on 
hand or electric trucks for on-spot work in all parts of plant. Inquiry 226 


STANDARD PRESSED STEEL CO. 


JENKINTOWN, PENNA. BOX 584 


—— BRANCHES —— 
BOSTON - DETROIT - INDIANAPOLIS » CHICAGO ~ ST. LOUIS - SAN FRANCISCO 


INQUIRY 314 


Fork-type tire iron permits faster, 


Simple wheel lock has no key, pins or 
easier job. Eliminates tube pinching. 227 


fragile parts. Doesn’t disturb balance. 228 


There is a Difference in sealing compounds for gasket and thread- 
ed joints where heat and oil are involved. Only Key Graphite 
Paste expands to fill in all irregularities—imperfections in 
castings and threads—sand holes, etc., battered gaskets and 
connections... worn threads. 


This shows you how Key Paste expands under motor heat; hold 
a small quantity on a knife blade over a lighted match—you 
can see it swell up. Use Key Graphite Paste for—leak-proof 
joints for new or old gaskets on cylinder heads and manifolds 
... crankcase... carburetors and gasoline lines... differen- 
tials ...etc. Right: Key Graphite Paste is impervious to all 
petroleum products—gasoline, oil, kerosene, etc., but easily 
removed with water. 


Write for Free Sample. Test the expanding qualities and oil- 


resistance of Key Paste... try it in actual service—do it today. 
2645 McCASLAND AVENUE e EAST ST 


LOUIS, “ILLINOIS 


Gas Gun, automatic acetylene torch, is 
light and small. Bronze and steel. 230 


Quick patch cement permits easy repair 


of floors. No fuss, no bother. Inquiry 229 INQUIRY 315 


Don’t Junk Old Armatures! 


Burned or out-of-round commutators can be machined and 
undercut like new—with TRUCUT equipment in your shop. 


EPAIR starter and generator armatures, instead of 

exchanging them. Keep your shop busy on these 
profitable starter and generator jobs. With TRUCUT 
equipment, burned or out-of-round commutators on auto- 
mobiles, trucks, tractors, airplanes and motorcycles—can 
be machined like new, quickly and easily. 


Increase your shop profits—conserve critical 
Order your TRUCUT today—or fill 
coupon below. 


TRUCUT out and ae 
Armature Lathe 


and Undercutter 


Comes to you complete 
with Mica Undercutter, 
Centering Chucks. No ex- 
tras to buy. It's low 
priced—the last word in 
operating efficiency. 


f-a—ono-n-- 
FRANK N. WOOD CO., Dept. 8-15, 
(Suburb of Milwaukee) 
Please send us complete information on 


i 
Wis. 
C}-TRUCUT Arma- 
ture Lathe and Undercutter; (}—TRUCUT Mica Undercutter;: 
O—TRUCUT Tailstock Rest: [—TRUCUT General Purpose 
Press. Also give us name of jobber in our locality. 


Wauwatosa, 


FRANK N. WOOD CO. Position 


“This tire shortage has helped me won- 
derfully. I’ve lost twenty pounds so far. 


Dealer Service Section 


Adjustable 
lamp for 


portable flourescent service 


industrial 


uses. 


Inquiry 231 


Dept. 8-15, 
Wauwatosa, Wis. 
Pacific Coast Address— 
1340 S. Flower St. 
Los Angeles, Calif. 


August 10, 1942 


Company 

Street Address 
City 

Nature of Business 


| 
| 
| 
| 
Your Name : | 
| 
| 
| 
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FREE! 


time-saving 
maintenance 


ideas 





Helpful ... practical... easy to apply! That's 
what fleet operators call the 21 performance- 
proved maintenance ideas in this FREE Oakite 
= cleaning manual, Here are a typical 
ew: 


degreasing parts with 

hot or cold solutions 
* 

pressure cleaning of 

motors, chassis, etc. 


MODERN 


GONE CLANS OTe 
, 


* 
radiator and cooling 
system maintenance 

* 
washing truck, trailer 
bodies SAFELY 

* 


cleaning work pits, 
garage floors easily 





Today ... more than ever before ... you 
need the facts offered in this valuable manual 
to help keep your units rolling LONGER and 
FASTER. Remember, your copy is FREE... 
write todayl 


OAKITE PRODUCTS, INC. 
40G Thames St. New York 


Representatives in all 
Principal Cities of the U. S. and Canada 


OAKITE rr aaa Gi hie 


INQUIRY 316 





The Stone You Can 
Cm ek aS 






Mahi S) 
like on abrasive stone MG OZ OB 
iwitt it Wont treat! MLUMESUS@ LGN 
Sharpes! abrasives ore WARE 
pressed into flexible 
core. Easily fits tight 
places—smooths hard- 
paodlng:  wnd fw short circuit. Send for 
new Rimac Tool catalog. 


RINCK - McILWAINE, Inc. 


16 HUDSON ST., NEW YORK, N. Y. 


CONTACTS 


RIMAC TOOLS 





INQUIRY 317 





INQUIRY 318 


NEW LOW COST 
Drill Sharpener 





Saves Time and Money—Conserves 
Materials to Aid in Victory. Makes 
Old Drills Like New. 

Anyone can do a precision job of drill 
grinding with this simple-to-use drill 
grinding attachment—works with any 
bench grinder—saves buying new drill 
bits—saves time and materials that dull 
bits waste. Handles bits from 3/16” to 
1%”. Priced for the smallest shop. Write 
for FREE literature. 

T&H 


MFG. CO. 


811 East 31st St. Kansas City, Mo. 
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A PLEDGE 


Linn Edsall, general manager of Auto- 
motive Transportation of Philadelphia 
Electric Co., signs first pledge at Anders 
& Jervis Motor Co. 


Signing ’em up in 
the backshop, is the 
way this Chevrolet 
dealer does it. Here 
is a trucker signing 
the ODT Keep ’Em 
Rolling pledge while 
serviceman looks on. 














With two entire windows devoted to ODT’s Truck Conservation Corps, this Chevrolet 
dealership is typical of the way service shops are cooperating in the program. 


Truck Consewation 


LL over America, service shops are rallying behind the Office of 

Defense Transportation’s Truck Conservation Corps program, 
designed to keep the nation’s trucks rolling for the duration. Those 
truck servicemen, who have not as yet started to cooperate in the 
program, fail to realize that, besides contributing to the nation’s 
transportation well-being, such cooperation also will mean additional 
revenue for their shops at a time when potential is curtailed. 


One of the dealer-service groups, which has been particularly 
active in promoting the truck conservation program, is the Chevrolet 
organization which is using posters, banners, special displays, personal 
contacts, advertising, etc., to carry the ODT message to all truck 
operators. Other dealer groups and companies are likewise putting the 
full force of their organizations behind the movement. 


Even though an operator of a service shop, equipped to service 
trucks, has not yet signed up to receive pledges and issue decalcomanias 
for the ODT program, this does not relieve him of the obligation of ex- 
tending his full cooperation by making sure that each of his truck- 
service customers abides by the request of President Roosevelt. WPB’s 
new parts order, L-158, which assures sufficient production of replace- 
ment parts for both trucks and cars, will be a major factor in enabling 
servicemen to do their job. 


INQUIRY 232 


Photographs courtesy Chevrolet Motor Div. and Bendix Products Div. 








a 


These posters, three times the size of those distributed by the Fleets of the Pittsburg Press join ODT program. Here a rep- 


ODT, were used by this dealer, King-Braeger, in Milwaukee. resentative of the paper signs the pledge at a local dealership. 


August 10, 1942 


AUTOMOTIVE NEWS 








Ui 











21 





Service Manager Clarence Culp, at Wood Chevrolet, Birmingham, Ala., signs up his 
first ODT conservation program pledge in the dealership’s backshop. 


INQUIRY 319 








Personal calls supplement the ODT con- 
servation program at Mohr Chevrolet Co., 
Dallas, Tex. Here E. B. Mohr checks off 
truck owners’ names as Paul Russell, 
service manager, contacts ’em by phone. 


| BENDIX PLEDGES | 


Full support to the 
TRUCK CONSERVATION CORPS. 


As an Official 
S| 3 Bendix Service 

x Distributor our 
3 Se facilities and 


experience are 





Lubrication Service With 


LINCULN 






at your Service. 
. EQUIPMENT 
AMERICAS TRUCK TRANS PORATION * Conserves Lubricant 
| .. o«dblast the AXIS! 


* Conserves Man Hours 


* Prolongs Life of 
Cars and Trucks 


@INSPECTION © CORRECTIVE SERVICE 
© PREVENTIVE MAINTENANCE 


LETS ALL DO OUR PART NOW/ 


Here is an example of how Bendix 
Products Division is promoting the ODT 
program among its distributors. 







The Lincoln Engineering Company is one of the 
oldest and largest manufacturers of lubricating 
equipment. Today the Lincoln plants in St. Louis 
and Detroit are working day and night produc- 
ing materials to help win the war. In our work 
we know the importance of conserving man- 
power—and this same conservation is important 


is) 


eee 


OR Ee 


in your business. 


PF PP e 


Coast-to-Coast 
Authorized 


Sales and Service 





Attractive pledge booth developed by 
Shearer Chevrolet, Maplewood, Mo. 


Dealer Service Section August 10, 1942 


Service staff of the Lindsey Motor Sales, Bryan, O., 
Conservation Corps program, and how to extend full cooperation. 


learns details of the ODT Truck 











It is a recognized fact that proper lubrication 
is required to preserve the life of cars and trucks 
which must be kept rolling. Present day lubri- 
cation service needs call for lubricating equip- 
ment which is efficient and economical, so as to 
conserve time and manpower—and this is what 
Lincoln Lubricating Equipment does. 

The Lincoln Engineering Company and Lin- 
coln jobbers are striving to meet essential needs 
in keeping with the wishes of the government. 
If you have need for lubricating equipment, or 
require service on your present equipment — 
consult your nearest Lincoln jobber or write us. 


A42-2 


LINCOLN Tat COMPANY 


Pioneer Builders of Engineered Lubricating Equipment 


ST. LOUIS, 


MoO., U. S. A. 
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This scene, showing frozen new cars stored in a pasture near Detroit, is typical of conditions throughout the nation as a result of the government’s order freezing mn 
_ of new cars. Unless properly protected, these vehicles will deteriorate rapidly during the coming fall and winter. All cars in storage need special treatment. 


Emtbalming Cans 
Gor Dead Storage 


NEW process has been developed for embalming “deep freeze’”’ 
cars as well as those vehicles stored by individuals in storage 
garages throughout the nation. It is said to meet RFC rules for pro- 
tection of “deep-freeze” cars, in order that dealers may obtain RFC 
loans and sell the remaining cars to the government next summer. 





Here @ crew of the car-embalming firm is preparing for storage several hundred cars 
stored in a Packard warehouse in Detroit. Putting on finish protection. The copyrighted process, which includes materials, embodies a 


uniform procedure that is claimed to do in one operation a complete 
protection job for the duration. Stressed is a new glaze material that 
puts a coating over the exterior finish of cars, will stay on indefinitely, 
yet can be removed quickly when needed. Another is the manner of 
mothproofing upholstery with protection for years instead of months, 
it is claimed. Muffler and exhaust are rust proofed. 


Procedure for the embalming is as follows: 1. Each car is washed ‘* 
thoroughly, then dried. 2. All metal trim is cleaned and polished with 
a rust inhibitor. 3. Car body, including wheels and metal trim, is 
covered with the firm’s Staze-On Preservative. 4. Upholstery is sprayed 
with de-moth preparation. 5. To prevent mildew and rot, the entire 
upholstery is completely covered with absorbent paper. 6. To prevent 
bleaching and fading of upholstery, all car windows are darkened from 
inside with water soluable preparation. 7. Gasoline is drained from 
tank to prevent rust and corrosion and eliminate fire hazard. 8. Serial 
and code number are placed either on front or rear window for checking 


Another view of the firm’s crew preparing cars in the Packard Detroit retail store. and locating cars when removed for sale or use. 

ane Tank AERP ARINO SRN Se Spee eae SONY Ca 9. Battery is removed or treated for storage if left in car. 10. If 
sufficient anti-freeze is in radiator, a rust inhibitor is added and left as 
is; if it contains mostly water, rust inhibitor is added, motor is run to 
circulate it, then radiator is drained and sprayed with anti-rust oil. 
11. Anti-rust oil is forced through muffler and exhaust pipe, which is 
then plugged with oil-treated steel wool. 12. Clutches are depressed 
with a stick; gears are set at neutral. 13. Spark plugs are removed 
and anti-rust oil injected to protect piston rings, walls and valves. 
14. Plugs are dipped and replaced, and motor is turned over with starter 
only. 15. All cars are set on cement blocks, to relieve weight on tires. 
16. Under-chassis is sprayed with anti-rust oil, using high-pressure 
guns. 17. All rubber weather stripping is painted with a preservative. 


The firm which offers this process and which makes the products 
used, not only provides a crew of men to do the necessary work for a 
dealer or garage, but it also offers its products for use by the individual 
dealer or garageman if the distance from Detroit is too great. 


Clutches are held depressed with a stick. Bright work on the car is cleaned and : ; 
Gearshifts are set at neutral. polished. It is then treated for rust. Phetos courleny Tae Tay. Oe GieY ees 


ee 














< 


Cars are set on cement 
blocks to relieve weight 
on tires. Fifteen pounds 
of pressure are placed in 
all tires; this is said to be 
sufficient to maintain 
proper curvature of tire 
and tube. Engine sprayed. 


> 
Shown here is a group of 
new cars in warehouse, 
completely prepared for 
dead storage. Note that 
all windows have been 
darkened to prevent fad- 
ing and bleaching of the 
upholstery and trim. 
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Artist's conception of new blackout strips for use during blackouts. Made of 
luminous material, strips can be seen 75 to 100 feet away. Stick on car. 234 









' Place car 
on lubrication 
lift. Place 
Prolatex Seal 
Tank under 
wheel. 





2 Lower car until wheel is immersed in seal 
to rim—turn wheel one revolution slowly. 






3 Ralse lift— 
smooth — drain 
off with brush. 
No material 


soils wheel or 
hub cap. Dries 
in 10 minutes. 


New rubber preservative keeps 
tires soft and pliable, seals cuts, 
keeps out grease and oil. Spe- 
cially-designed tank, fitting con- 
tour of tire, is used to apply 
the preservative, which is a 
combination of vegetable and 
mineral material. 235 


New hard - facing 
rod forms excel- 
lent bond with 
manganese steel. 
Recommended for 
hard facing trac- 
tor parts, etc. 236 
+ 


WE PROTECT YOUR 


FROZEN CARS 





Midwest “Embalming” Service 
Now Available to All Dealers 


The permanent, one operation protection 
service performed by our traveling 
crews of specialists has saved thousands 
of dollars for dealers with large stocks 
of frozen cars. 

Arrangements just completed make it 
possible to furnish all materials and in- 
structions to dealers with smaller stocks, 
who wish to use this process themselves. 
We furnish all necessary materials to 
comply with R.F.C., leading manufac- 
turers and finance companies specifica- 
tions. Cost is low. 


FREE ESTIMATE 


Tell us how many cars you have in storage— 
inside and outside. You will receive full 
information without cost or obligation. 


MIDWEST MFG. CO. 


36 DAVENPORT, DETROIT, MICH. 


INQUIRY 320 
321 


PAINT YOUR OWN 


ANYONE CAN DO 
IT WITH LETTER 
PATTERNS. 
WRITE FOR FREE 
SAMPLES! 


A Ee ee oh 


Dealer Service Section 





Handy hat and cap holder 
fastened to ceiling of car with pin hooks. 
holds maps, 
Display cards. 





The RAMCO 
Hae MILE 
GUARANTEE 
ated 





Re-Powering background and test bench includes 
an engine re-powering X-ray and tester. 
showmanship and selling power beck of special- 
ized engine service. 
compression, ignition and carburetion service and 
centralizes it to one location in shop. 327 


Puts 


Coordinates the selling of 





is stretched and 
Also 
gloves, parcels, etc. Low priced. 

238 


New product 
using natural col- 
lodial graphite, 
lubricates all 
types of water 
pumps and cool- 
ing systems. Con- 
tains no oil, alka- 
li or chemical, 
has no effect on 
rubber. 239 


Fare y | 0.) Sean 
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Makes anti-freeze safe to 
re-use by eliminating acid 
condition. Replaces worn- 
out inhibitors, preserves 
rubber hose. For use with 
permanent types, methan- 
ol and all alcohol mix- 
tures. Won’t change anti- 
freeze protection of solu- 
tion in any way. 240 








Substitute for name plates, metal tags, 
etc., adheres to any smooth surface 
without moistening. 241 





New manual on wheel alignment con- 
sists of 12 separate booklets bound under 
one loose-leaf cover. Considered one of 
most complete texts on the _ subject. 
Nominal price is charged. 251 


SERVICE 
READERS 


Catalog on special incandescent lamp 
bulbs for unusual applications. Prices 
and specifications on Sealed Beam head- 
lamp units, as well as miniature bulbs. 
Also contains 1942 lamp bulb chart. 242 





New edition of “Engine Bearing Service 
Manual,” revised and expanded to 90 
pages. Has new sections of value to 
service men, including one devoted to 
identification of causes of bearing failure. 
Another treats with characteristics and 
behavior of copper-lead bearings. Addi- 
tional features are data on _ torque 
wrench settings, chart for determining 
engine r.p.m. 243 


Revolutionary 
type of screw 
products catalog, 
96 pages, in which 
all items conform 

to the revisedf 
suggested stock 
size list prices, 
but also complete 
technical data, 
giving weights 
and dimensions of 
products. 244 





How One Company Tackles the War 
Production Problem, presented to War 
Production Board at request of National 
Assn. of Manufacturers. Step-by-step 
analysis of conversion. 245 


Oxyacetylene cutting is discussed in 
light of its ability to speed and simplify 
production procedures, in 16-page book- 
let. Reference also made to production 
welding, brazing, etc. 246 


“Service Man’s Guide to Automotive 
Lubrication,” 208 pages, 130 illustrations. 
Sixth edition of book. Price $3. 247 


“Diesel Engines and Their Lubrication” 
discusses in semi-technical terms con- 
struction of diesels, points out differences 
in lubrication requirements. Thirty-eight 
pages, illustrated. 248 


\ ye Action posters, 
ant ‘ 

\on symbolic of prod- 

wm uct use, are used 

see in a_ production 

ee morale program. 


wi . Feature company’s 
y victory products, 

carry a slogan, 

att “Keep Fighting 

eprié 4 Soldier,” and show 
Ke et: individual products 
- in relief. 249 


Catalog on automotive and _ industrial 
equipment is profusely illustrated, with 
full specifications and prices on all of 
company’s products. 250 





“Open wider please, this 
is going to hurt a little.” 


August 10, 1942 
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VALLEY. 


Super-Duty Chargers 













Fully Guaran- 
teed for Twe Years. . . . Vallev. modernized 
superduty chargers will give you the utmost in 
value . . . enable vou to cash in on the big 
Profits in hattery charging. Valley chargers are 
easy tO Operate . . . no moving parts... 
connecting to the lighting circuit. Low in 
operating cost. Order yours 
torlay. 


Medel SG-12 charges # to 12 
6-veit batteries . . $28.00. 


alley Electric Corp. 


4221 Forest Park Bivd. St. Leuls, Me. 






INQUIRY 322 


EG Ee Ra teL aby bY 
FOR 22 YEARS 


Manufacturers of 
Electric Motors 
Electric Motor Grinders 
Battery Chargers 
Fast Battery Chargers 
Battery Testers 


a Sa 
BALDOR ELECTRIC COMPANY 


4320 Duncan Ave., St. Louis, Mo. 





INQUIRY 323 





10” F-SERIES 






VITAL EQUIPMENT IN THE 
NATION’S DRIVE FOR VICTORY 


ATLAS PRESS CO. 


857 North Pitcher Street 
KALAMAZOO, MICH. 


Uae RRL ad 
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INQUIRY 325 
326 
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Better, fester ports-cleening with 
BENDIX CLEANER 


The new liquid grease and dit 
chaser for auto service shops! Pene- 
trates and lifts dirt and grease from 
metal parts 14 times faster then 
gasoline! es carbon, loosens 
peint ead lecquer, without chem- 
ical action. Can't hert hands 
Long lasting and economica! 


BENDIX PRODUCTS DIVISION of Bendix Aviacen Corp. 
Sevth Bend, Indiene 


Tay 
PRODUCTS | 
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EVERYBODY'S TELLING YOU 


Your Lubrication and Service Sales Must Increase during 1942 


WE'LL HELP YOU DO IT! 









We'll Train Your Men 





I ALS 
e/a 





ING 


with Movies, 
Slide Films! 


CAN YOUR SERVICE DEPARTMENT DELIVER WHAT YOUR MAIL- 








PIECES OFFER? HERE’S AN AUTHORITATIVE, COMPLETE 


TRAINING COURSE FOR YOUR ENTIRE ORGANIZATION. 


O ONE CAN GIVE YOU increased lubrication and service 
profits. Fancy “back drops” don’t always mean the ex- 

pert services that result in satisfied customers. 
But Socony-Vacuum can and will help you reach that goal 
... by bringing you the most complete program of help ever 
offered to car dealers. Specialists with movies, slide films, 
charts to train your men in tested selling methods! Expert 
help in analyzing your set-up...surveying your market. Every- 
thing you need to help yourself to the kind of profits you want! 





FACTS ON 
MODERN SERVICE 
METHODS 


1. Unique Training Course—Every- 
one in your organization is trained in 
Modern Service Methods. This course is 
conducted by Socony- Vacuum specialists 
right at your shop. Movies, slides, charts 
and actual demonstrations are used. 


2. Your Market is Carefully Sur- 


WRITE TO CAR DEALER DIVISION —SOCONY-VACUUM OIL CO 


SOCONY-VACUUM'S 




















veyed tocalculate the future growth of 
your business—to help you plan. 


3. Your Present Layout is Stud- 
ied —We suggest improvements in 
your equipment and in the arrangement 
of your establishment. This can affect 
sales tremendously. 


MODERN SERVICE METHODS 


4. Sales Promotion—You are also 
offered hard-hitting sales promotion 
pieces to push your specials—to bring 
in new customers. 

Socony-Vacuum Ot Co., INc. 


andA filiates— Magnolia PetroleumCo., 
General Petroleum Corp. of Calif. 


. INC., 26 BROADWAY, N.Y. C., FOR FACTS ON 
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PRATT & WHITNEY CONGRATULATES 
CHEVROLET 


on its record production of 
airplane engines for victory 


Close, consistent, wholehearted teamwork between Pratt & Whitney, . 
the Army Air Corps and Chevrolet has made possible the out- 
standing production record referred to in the letters reproduced 


above. ... It is just such cooperative effort that will enable us to 


attain the objective we so strongly desire —the winning of this war. 3 


CHEVROLET pnsencas coarmost vous °°" GENERAL MOTORS 





Oo il 
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Uninformed Eligibles Blamed 


For Pa.’s Slow 


Special to Automotive News 

WERNERSVILLE, Pa.—Lack of 
information on the part of many 
motorists eligible to buy new cars 
is the reason for the large unused 
quota of new cars in Pennsylvania, 
it was declared by H. G. Larson, 
chief of the automobile rationing 
branch of OPA, at a meeting of the 
Executive committee and Rubber 
committee of the Pensylvania 
Automotive Assn. here. 

With a back-up quota of about 
9,000 new cars for the state, Lar- 
son told the Automobile Assn. ex- 
ecutives that OPA Chief Leon 
Henderson has declared it is not 
unpatriotic to buy new cars. 

“Such purchases may contribute 


Gasoline 


(Continued from Page 1) 


have considered problems of 
traveling salesmen for _ several 
months, and will continue to do 
so, Joel Dean, chief of OPA’s Fuel 
Rationing division, declared that 
there is not enough petroleum 
available in the Eastern rationed 
area to permit salesmen more 
than a “B” ration book in addition 
to their “A” book. 

Salesmen are eligible, under the 
gasoline rationing regulations, for 
both the “A” and “B” ration books 
which provide them up to 470 
miles a month for. vocational 
driving, plus about 90 miles a 
month for family emergency use. 
Preferred mileage, providing more 
than 470 miles a month, is given 
only to a few groups of drivers 
whose specialized services are re- 
garded as indispensable to the 
war effort. 


Davis Lauded by Olds 


For Service Conversion 
CHICAGO. — Special recognition 
has been given by Oldsmobile fac- 
tory officials to their Michigan 
avenue row 
dealer, S. L. Davis, 
president of 
Davis Motors, for 
his feats in con- 
verting his serv- 
ice facilities to 
wartime condi- 
tions. 
Complete in- 
spection and 
graded mainten- 
ance systems, 
along with the 
introduction of 





S. L. Davis 


numerous chemical cleaners and 
preservatives for bodies and tires, 
are some of the leading achieve- 
ments of the Davis service station. 


Democracy is the American way of 


life: let’s keep it that way. s ALlETrOMtS. 


a 


VIEW-LOCATION he 


=n FAIRMONT 


eens EVERYTHING 


“CIRQUE ROOM: 
DANCING 


Car Sales 


to the war effort by freeing much 
needed storage space; minimizing 
deterioration inasmuch as automo- 
biles will not depreciate more in 
the hands of careful citizens than 
in storage; and ‘up-grading’ this is, 
trading in two to four old cars on 
a new one. In the latter process 
the dealer can recondition the used 
cars and put them back into serv- 
ice, thus relieving a vital trans- 
portation problem,” Larson said. 


Members of the executive com- 
mittee of the PAA at the meeting | 5 
were: President, L. E. Frey, Al- 
toona; vice-presidents, R. C. Jones, 
Reading; S. H. Parker, Bellevue; 
Guy Woodward, Washington; R. W. 
Frantz, Wilkes Barre, and C. S. 
Klugh, Harrisburg, manager of the 
association. 


Members of the _ association’s 
Rubber committee in attendance 
were Lee Moran, Pittsburgh; L. 
C. Krisher, Philadelphia; J. V. 
Booth, McKeesport, and Roy 
Stauffer, Scranton. 


Auto Methods 
Speed Output 
Of Bombers 


DETROIT.—How methods de- 
veloped by the automobile industry 
and adopted in airplane manufac- 
ture have made possible produc- 
tion of bombers on an ever increas- 
ing scale, was disclosed last week 
by the Hudson Motor Car Co. 





Until the urgent needs of the 


nation’s all-out war effort de- 
manded a vast increase in the pro- 
duction of bombers, the need for 
manufacturing sections of planes in 
separate plants, the way the auto- 


mobile industry has been building 


its cars for years, had not received 
a great deal of consideration. 


Under the plan devised by the 
motor car manufacturers, the air- 
plane companies and the Army Air 
Forces to take full advantage of 
automotive facilities, a 700-mile 
“assembly line’ has been set up. 
This assembly line stretches’ from 
Detroit through the Middle West 
and into it feed parts supplied by 
sub-contractors from Massachu- 
setts to California. 

Production of bombers has been 
broken down into three major sub- 
assemblies, with Hudson building 
the complete rear fuselage section, 


another manufacturer the front 
section and a third fabricating the 
These units are shipped to 


wings. 
a main assembly plant in the Cen- 
tral West, where they are joined 


together, tested and flown to the 


battlefronts. 
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MOST RECENT of the Latin-American visitors to survey Detroit’s automotive 
—_— now wholly oqnversee to war production, was this gr oup from Bolivia. 


hown here with C. Thomas (left), 


His E 


resident, Chrysler Export division, are 


wcellency Luis "pesaente Guachalla, Bolivian ambassador to the United 


States; Dr. Joaquin Espada, Bolivian minister of finance; Sr. Alberto Crespo, 


Bolivian minister of national economy, 


president of Bolivia. 


and General David Toro, former 





CIO, AFL Set to Resume 
Merger Negotiations 


CHICAGO.—CIO and AFL are 
expected to open negotiations with- 
in two weeks on CIO President 
Philip Murray’s proposal for an 
“organic unity” between the two 
unions. “Organic Unity” is under- 
stood to mean the merger of the two 
unions into one and setting up 
one national labor organization 
qualified to speak for organized 
workers of the U. S. 

William Green, president of 
AFL, replied formally to Mur- 
ray’s proposal, saying he regarded 
the latter’s letter as “official ac- 
ceptance by the CIO of the AFL’s 
proposal that conferences be re- 
sumed to seek a basis for estab- 
lishing peace and unity.” 

Negotiators for the CIO will be 
R. J. Thomas, president of UAW- 
CIO; Julius Emspak, secretary of 
the Electrical Workers, and Mur- 
ray. The AFL will be represented 
by Harry C. Bates, president of 
the bricklayers union; Daniel J. 
Tobin, president of the teamsters 


Parts Shipments 
Show Decrease 


During June 


NEW YORK. — According to 
manufacturers cooperating with 
Motor and Equipment Manufac- 
turers Assn., shipments of replace- 
ment parts and accessories to 
wholesalers in June _ decreased 
while there was a four-point rise 
in shop-equipment shipments. 

Replacement parts shipments to 
wholesalers for June dropped to 
111 percent of the 1925 base as 
compared to 174 percent for May. 
In June, 1941, the index stood 
at 231 percent. 


Accessories shipments to whole- 
salers in June decreased to 126 per- 
cent of the base index. This 
compares with 128 percent in May 
and 140 percent in June, 1941. 

Service equipment shipments to 
wholesalers in June advanced to 
187 jercent of the base, which 
compares with 183 percent in May 
and 229 percent in June, 1941. 


New Car Seles Volume 


Passes 1941 Mark 


DETROIT.—Volume of sales of 
new cars. to. persons holding 
priorities, and the trade-ins that 
develop into new 
car sales have 
more than 
passed the mark 
of last year or 
the year before 
in his line, ac- 
cording to James 
M. (Pat) O’Dea, 
veteran car deal- 
er who is dis- 
tributor for 
Studebaker here. 

The importance 
of the automobile 
in war transportation and the de- 
termination of many owners to 
take proper care of the cars they 
now have, are contributing factors 
to make the dealer outlook tem- 
porarily bright, O’Dea reports. 


Conclave Sight Shifted 


NEW YORK.—American Petroleum 
Institute’s twenty-third annual meet- 
will be held at Chicago on Ue 
but at the Palmer House instead of the 
President William R. 
The Stevens hotel 
the gov- 
orps, 





Pat O’Dea 





reports. 





union, and William Hutcheson, 
president of the carpenters union. 

It is the first time since 1939 
that real peace moves have been 
made. CIO broke away from the 
AFL in 1935. 

Green declared that President 
Roosevelt favors the peace move, 
but denied that Roosevelt had re- 
quested Murray to reopen nego- 
tiations to forestall admission of 
John L. Lewis into the AFL. 


Appeal Boards 
All Set for 


Truck Rationing 


DETROIT.—A change in the 
personnel of one of the 17 local 
Appeal Boards, set up under the 
commercial-vehicle rationing pro- 
gram, was announced last week 
by the Office of Defense Trans- 
portation. 

E. A. Hasek, of Kansas City, 
was named chairman of the board 
serving District No. 10, with head- 
quarters at Kansas City. He re- 
places R. P. Rice, also. of 
Kansas City. 

All 17 Local Appeal Boards, set 
up to take over the work of 
the single board formerly in ses- 
sion at Washington, now have 
been named. 


Headquarters of the 17 boards 
and the areas they serve follow: 
Dist. No. Headquarters Area Served 


1 Boston Maine, Vermont, New 
Hampshire, Massachu 
setts, Rhode Island. 


2 New York New York, New Jersey, 
Connecticut. 

Philadelphia Eastern Pennsylvania, 
Maryland, Delaware, Dis- 
trict of Columbia, and 
Northampton and = Ac- 
comac counties in North- 
ern Virginia. 

4 Columbus, 0. Western Pennsylvania. 
Ohio, West Virginia. 

5 Charlotte, N.C, Virginia, North Carolina, 
South Carolina. 

6 Atlanta Georgia, Florida, Ala 
bama. 

7 Nashville Kentucky, Tennessee, 
Mississippi. 

8 Chicago Michigan, Indiana, Illi- 
nols. 

9 Minneapolis Wisconsin, Minnesota, 
North Dakota, South 
Dakota. 

10 Kansas City Iowa, Missouri, Kansas, 
Nebraska. 

il Little Rock Arkansas, Louisiana, Ok- 
lahoma. 

12 Fort Worth Texas. 

13 Denver Wyoming, Colorado, New 
Mexico. 

14 Salt Lake City Montana, Idaho, Utah. 
Washington, Oregon. 

15 Portland, Ore, North California, Neva- 


da. 
Southern California, Ari- 
zona. 


16 San Francisco 
16 Los Angeles 


Former hate Tesviors 


Now Carry Ore 

DETROIT.—Nicholson Universal 
Steamship Co. has converted its 
former automobile-carrying fleet 
and these vessels now are bringing 
down the Great Lakes ore for the 
production of steel. 


July War Bond Sales 


Near Billion Mark 
WASHINGTON.—Sales of war 
bonds in July reached $900,900,- 
000, the second highest month, 
the Treasury announced last 


week. Sales in January, the 


month following the attack on 
Pearl Harbor, totaled $1,060,546,- 
000. June sales amounted to 
$634,000,000. 

Secretary Morgenthau’ an- 
nounced the August quota had 
been set at $815,000,000. 


CIT Is Adding 
War Financing, 
May Buy Plants 


NEW YORK.—Commercial In- 
vestment Trust Corp. is expanding 
its operations in war activity 
financing and is also examining 
opportunities for purchase of sev- 
eral manufacturing enterprises en- 
gaged in war production. 

While present financing of firms 
engaged in war work is not of 
significant proportions in relation 
to the corporation’s total port- 
folio, the chief executives antici- 
pate increased activity in that 
field. Moreover, negotiations are 
now in process for acquisition of 
several firms engaged in war 
production. 

Developments to date along such 
lines and possible later steps are 
outlined in a report being sent to 
stockholders by Arthur O. Dietz, 
president, and Henry Ittleson, 
chairman of the board, covering 
operations of the corporation for 
the first half of 1942. 

After accruing federal taxes at 
47 percent, earnings for the period 
were $1.89 a common share against 
$2.53 a year ago. 

“Opportunities have developed,’ i 
the report states, “for acquiring 
ownership of certain manufactur- 
ing enterprises. We are carefully 
examining these businesses and 
propose, to study others that may 
be presented for consideration, so 
that we may devote some of our 
resources to participating in the 
war effort and at the same time 
further diversify our activities 
by making acquisitions which 
seem consistent with the successful 
development of the corporation.” 


CCC Investing 


In War Firms 


BALTIMORE — Commercial 
Credit Co. is devoting a limited 
amount of its resources to the 
financing of or investment in con- 
cerns primarily engaged in pro- 
duction of war materials, espe- 
cially those with limited resources 
in proportion to the available 
business. 

This policy, according to the 
firm’s semi-annual report to stock- 
holders, has been adopted to 
partially offset further decrease in 
company earnings resulting from 
government restrictions on manu- 
facture and sale of motor vehicles 
and other consumer goods. 

Consolidated net income for the 
six months ended June _ 30 
amounted to $3,502,359, equal, after 
preferred dividend requirements, to 
$1.76 a common share, compared 
with $4,367,516, or $2.23 a share, in 
the corresponding period last year. 


"41 Accident Toll 
102,500 Killed 


CHICAGO. — Accidents—97  per- 
cent of them preventable—cost the 
nation $4,000,000,000 in 1941, the 
National Safety Council announced 
last week in issuing its annual sta- 
tistical yearbook, Accident Facts. 

Even more important, the Coun- 
cil said, was the productive time 
lost through occupational accidents 
alone. On-the-job accidents killed 
18,000 workers, injured 1,600,000, 
cost $850,000,000 and resulted in the 
loss of 460,000,000 man-days of 
work during 1941. This lost time 
was the equivalent of work that 
could have been done by 1,500,000 
new workers, and came at a time 
when every hour lost delays war 
production needed for victory. 

All-accident totals in 1941 (in- 
cluding occupational) were 102,500 
killed, 350,000 permanently disabled 
and 9,300,000 injured. 


New State Taxes Asked 


For Rationed Items 


WILMINGTON, Del. — Rationed 
items would be subjected to new 
state taxes as a means of increas- 
ing revenues and to forestall the 
“inflation debacle” under a pro- 
posal advanced by State Tax Com- 
missioner James P. Truss. 

Although details of the suggested 
levies were not made public, Com- 
missioner Truss, in addressing the 
Wilmington Ratary Club July 30, 
pointed out that such _ taxation 
would have to be accomplished by 
agreements with neighboring states. 
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MONROE 


“AIRPLANE-TYPE’” HYDRAULIC 


SHOCK ABSORBERS 





@ Right on the target, regardless of rough 
terrains; those are the shots that are effective. 









Keeping Tanks and other Armed War 
Vehicles on an even keel is most important to 
the gunner at his post. 





@ Monroe Shock Absorbers assist in increasing the percentage of 
hits; because they help to keep the vehicle on an even keel. 

Monroes are sturdy and they are efficient—years of actual service 
prove this. 

Monroes are used on the heaviest conveyances in the world; they 
are installed on over 70% of the Railway Passenger Cars built since 1937. 


Monroe builds sizes for Tanks—Blitz Buggies—Troop Trans- 
ports —Trucks— Busses —Ambulances—and Motorcycles, 
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Car Sales Continue 


Drop in July 


(Continued from Page 1) 


This attitude is erroneous, deal- 
er association officials point out, 
because the government insists 
that dealers make an honest effort 
to sell their frozen new cars before 
it will take the vehicles off dealer 
hands next July. That is one 
reason why dealer association 
Officials are urging dealers to keep 
a record of all prospective deals. 

Observers fear that a conserva- 
tive sales attitude on the part of 
dealers, plus sales-hurting state- 
ments from Washington, will pre- 
vent thousands of new cars from 
getting into essential hands this 
fall and winter. With storage 
space at a premium, this will mean 
thousands of new cars standing 
out in inclement weather this 
winter and deteriorating at an 
alarming rate. Government offi- 
cials may deem this situation a 
conservation of motor vehicles, but 
to any school child it is apparent 
that a new car, properly cared for 
by an individual, will outlast one 
that is in dead storage out in 
a pasture field. 

While new car sales are not 
keeping pace with expectations, 
dealers are making rapid strides 
on the used car and service ends 
of their businesses. Used car 
sales generally are much better 
than a few months ago, with con- 
dition of tires the determining 
factor, of course. Some areas, 
where the war-production boom 
has not been felt, are experiencing 
a decided slump in used car pur- 
chases but dealers in these sections 
of the nation find no difficulty in 
disposing of their stocks to better- 
situated dealers in other areas. 

Prices on used cars are holding 
firm, with dealers here again 
determined to get their full profit 
before letting one go. This is a 
complete about-face for most deal- 
ers, who in peacetime were lucky 
if they obtained even two-thirds 
of the trade-in price on a used car. 

Following is a roundup of sales 
activities in various sections of the 
nation, as gathered by AUTOMOTIVE 
News correspondents: 

* * * 


New-Car Releases Off 


In Pa. During July 
By John Baer 

Staff Correspondent 
HARRISBURG, Pa. — Pennsyl- 
vania’s new passenger car sales 
for July totaled 1,373, as compared 
with an adjusted quota of 1,390 for 
the month, plus the unused quotas 
of previous months which gives 
the state a back-log quota of 
more than 9,000 new cars. There 


was a slight decline from the 1,655 


TO INCITE interest among employes 
in increasing production, General Tire 
& Rubber Co. labor-management com- 
mittee has had this big display erected 
beside the employes’ entrance. 
quota is set for each of the four shifts, 
and the bomb positions are changed 
daily. At the end of the week, if the 
quota has been hit, a nearby mortar 
sends up a bomb which notifies Akron 
than another General Tire shift has 
done its job in turning out tires for 
Army planes, combat cars and other 
military units. 





certificates released during June. 








Because of this. situation, no 
quota figures have been set by OPA 
for Pennsylvania in August. The 
picture of new car rationing 
since March is: 

Certificates 

Quota Issued 
March ... 459 
April . 10,205 1,128 
. ee 1,573 
SGRO cscs 3,718 1,655 
GUY vse 1,390 1,373 
Totals .... 15,313 6,188 


About 85 percent of all applica- 
tions for the purchase of new 
cars are being approved by ration- 
ing boards in the state, and ac- 
cording to the Pennsylvania Auto- 
mtive Assn. dealers are doing 
more advertising. 

During July the Local Allocation 
Office 3-B, Interstate Commerce 
Commission, announced approval 
of 67 applications for new trucks, 
as compared with 43 new trucks 
delivered in this area during June. 

PAA reports that used car sales 
are very satisfactory in the state. 
In a recent questionnaire to mem- 
bers asking for a report on the 
status of used cars, the Association 
learned that only one dealers in 
every 15 had an excess supply of 
used cars for sale. 

An interesting trend in used car 
sales in Pennsylvania is noted in 
that many of the sales are made by 
owners in the gasoline-rationed 
eastern part of the state to pur- 
chasers in the unrationed western 
portion of the commonwealth. 

* * * 


Fuel Restrictions Cut 


Sales in Atlanta 
By J. H. Reed 
Staff Correspondent 

ATLANTA. (UTPS)—New gaso- 
line restrictions have sharply re- 
duced sales of new and used cars 
and trucks here, according to 
Alfred Thompson, president of 
Atlanta Automobile Dealers Assn. 

“Effect of further restriction in 
gasoline,” said Thompson, “has 
made it almost impossible to sell 
a new or a used car to anyone not 
a war worker. Other owners are 
undecided whether to sell their 
cars or jack them up in the garage 
for the winter. And the whole 
effect has been disadvantageous 
for the dealer.” 

Thompson believes that much 
could be accomplished if salesmen 
were permitted a larger gasoline 
ration. 

How does the fate of the sales- 
man affect that of the automobile 
dealer? 

“Very directly,” says Thompson. 
“For, if salesmen were permitted 
enough gasoline to cover their 
respective territories, they alone 
would bring about enough of 
a demand for new and_e used 
automobiles to keep dealers in 


operation.” 
# * * 


Denver Reports Boost 


In Car Sales, Service 
By Ira R. Alexander 
Staff Correspondent 

DENVER.—An improvement in 
the automobile business has been 
noted here during the past month. 
Denver agencies are not only sell- 
ing more new cars, but they 
are also enjoying a good service 
business. 

One local dealer reports that his 
service department last month did 
the largest business in the history 
of his dealership. People seem to 
have gotten over the fear that the 
government is going to take their 
cars and are now having necessary 
repair work done. 

Also, since OPA made it possible 
for more people to be classed as 
eligible for new cars, sales have 
stepped up in this city. Take, for 
example, railroad men. The class- 
ing of that group as war workers 
has enlarged the prospect list for 
new cars right here in Denver to 
at least 10,000. 


“Denver dealers are doing a good 
job in reaching people in line for 
new cars,” said Tom _ Braden, 
executive secretary of the Denver 
Automobile Dealers Assn. “It is 
true they are seller fewer cars 





AN INTERESTING stage in Dodge war production is that shown above 
where engines are put through strenuous power runs before they are installed 


in ae and cargo motor transports, 
s, command reconnaissance cars, weapon carriers and other military 


carry-al 


vehicles manufactured by the company for the government. A 


field radio cars, ambulances, Army 


feature of 


these tests is that the fuel used in putting as many as 300 power plants through 
their test at one time is not gasoline but the natural gas with which 


precisely metered volumes of atmospheric air, 
from a central pumping 


remote control, 


than during normal times, but 
they are making more money on 
each car sold for themselves under 
the present setup. 

“Dealers situated outside Denver, 
however, are not so fortunate. 
Towns where there are no war 
factories have few eligible buyers 
of cars. Also those dealers that 
depended to some extent on sale 
of gasoline and oil to tourists as 
well as considerable service work 
on cars of summer visitors, are 
feeling the loss of this business 
this summer. Denver dealers never 
did reap much profit from tourist 
trade.” 

Last month 97 new passenger 
cars were sold in Denver as com- 
pared with 94 during June. New 
truck sales, however, fell down in 
July as compared with June. In 
June 22 trucks were sold, while in 
July the number dropped to 10. 

Last month the local rationing 
board allowed sale of this city’s 
entire quota of new passenger cars. 
This is about the first time since 
rationing went into effect that the 
entire quota has been reached. 
Eligible Colorado motorists will be 
allowed 161 new automobiles under 
rationing quotas for August. 
During the first seven months of 
this year 641 new cars were pur- 
chased from Denver dealers to- 
gether with 140 new trucks. 

Used cars are becoming scarce 
in the Denver market, according to 
figures compiled by the office of 
the Denver Automobile Dealers 
Assn. On the first of this month 
members of the organization re- 
ported 811 units on hand as com- 
pared to 1,881 on the same date last 


year. During the first seven 
months of this year 732 used cars 
were sold in Denver,’ which 


brought $318,694. 
ik 


* * 


New-Car Sales Increase 


Slightly in Columbus 
By P. C. Garrard 
Staff Correspondent 

COLUMBUS, O.— Rationing offi- 
cials in Franklin county have dis- 
continued the practice of making 
public in advance the quota of new 
cars available for any month and 
are not giving out the number of 
applications received for permit to 
buy new automobiles. Just why 
this attitude has been taken has 
not been disclosed, but it is be- 
lieved in some quarters that the 
number of applications received 
may have fallen below the quota 
in the past. 

It has been disclosed by Clyde 
C. McBee, commodity rationing 
representative of the OPA, that 
Ohio has a backlog of 2,859 new 
automobiles accumulated for ra- 
tioning during August which is in 
addition to the regular quota of 
1,775, and a state reserve of 350 
ears for the month. This accumu- 
lation has resulted from unused 
portions of the state’s quotas 
since February. 

According to County Clerk J. A. 
Yoder, sales of new automobiles in 
Franklin county for the first 
seven months of this year totaled 
1,260 compared with 12,130 in a 
similar period in 1941. There were 
178 new car sales in July compared 
with 169 in June and with 1,669 in 
July of last year. The report also 
shows 16 sales of new trucks in 


the county during July compared | Sinsabaugh, visited South Bend last wee 
keeping its 3,000 dealers in the automobile business, 


with 34 in June and 240 in 


July of 1941. 

July’s sales of used cars totaled 
1,179 and, with 1,465 resales and 
1,181 casuals, brought the grand 


Americans cook meals and heat homes. 


The gas, mixed with 
is fed to the engine by 
station. 


total to 3,825 against 3,394 in June 
and 8,192 in July last year. Used 
car sales for the first seven months 
of the year in the county were 
6,671 as against 18,339 for the 
same period in 1941. 

There was a total of 53 sales of 
used trucks in July which, with 
73 resales and 121 casuals, brought 
the grand total to 247 against 238 
in June and 440 for July, 1941. 

ok * ca 


Truck Releases Bother 


Dealers in Ala. 
By Geo. H. Watson 
Staff Correspondent 

BIRMINGHAM, Ala.— Alabama 
automobile dealers want more 
trucks released for sale, but are 
satisfied right now with passenger 
car quotas, although sales are off, 
according to C. E. Anderson, 
secretary-manager of the auto- 
mobile dealers Assn. 

“Dealers have on hand a big 
load of motor trucks and are not 
getting the releases desired,” said 
Anderson. “One factory agent re- 
ported that his dealers had 1,535 
trucks on hand in April and still 
had over 1,400 of them on Aug. 1. 

As an example of lagging car 
sales, the quota for Jefferson 
County (Birmingham) for July 
was 129, and 102 certificates were 


issued. However, 71 unused cer- 
tificates from July and _ past 
months were’ returned, which 


meant a carryover of 98. In 
other words, dealers could have 


sold this many more cars if 
priority purchasers could have 
been found. 


The Jefferson County quota for 
June was 143 cars with 94 certifi- 
cates issued. The state quota for 
July was 526, with no figures 
available on actual sales. For 
June the quota was 584 for the 
state with 455 certificates issued. 

Used car sales have also slowed 
down considerably except in a few 
defense centers. Even in those 
centers, dealers complain of dump- 
ing from out-of-state. 


cs 
Dealers Conservative 


In San Antonio 


By B. C. Reber 
Staff Correspondent 


SAN ANTONIO. — The July 
quota of new cars for Bexar 
County (San Antonio), was 20 


cars over that for June, but the 
sale of new cars for the month 
was not quite equal to that of 
June, the cause being attributed 
to fear on the part of the 


motoring public. 
There were 120 new car sales 


in July compared’ with 131 
for June. Truck sales for the 
two months were 31 and _ 25, 
respectively. 

The Bexar County quota of 


certificates for August has been 
set at 200, which is probably more 
than sales will total. Since dealers 
are using great care in the selec- 
tion of their purchasers. Dealers’ 
stocks combined will furnish a 
sufficient number of Pool A cars to 
sustain sales along the present 
level until the period is reached 
when Pool B cars are available. 

J. T. Simmons, executive secre- 
tary of the San Antonio Auto- 
mobile Trade Assn., said: 

“Our dealers have been busy re- 
organizing their operations to a 
point where they can continue 
under existing conditions. The 
used car situation is fairly good. 
The majority of our members have 
a fair stock of used cars on hand, 
which they have been able to 
replenish from time to time 
through purchases from private 
Owners and _ independent’ used 
car dealers. 

“Their service and parts business 
has been very good, both of these 
departments showing steady gains 
week after week, and no difficulty 
being experienced up to this time 
in attaining replacement parts.” 


Louisville’s July Quota 


Is All Used Up 


By A. W. Williams 
Staff Correspondent 

LOUISVILLE.— Rationing figures 
from the local boards show that 
in July there was an allotment of 
70 cars, with 30 carried over, mak- 
ing a total of 100, and that 
the entire available supply was 
disposed of. 

Turner Summers, president of 
the Kentucky Automotive Trade 
Assn., reported that it appeared as 
if persons who are able to get 
permits for new cars, are taking 
them more promptly than they 
were. Used car sales have been 
showing some improvement over 
the past 30 days or so. 

As a whole the used car market 
is in reasonably good shape, 
despite the fact that a considerable 
number of men in the armed forces 
at Bowman Field, Louisville; and 
Ft. Knox, 30 miles south of 
Lousville, have been disposing of 


their cars in the local market, 
about the time they complete 
training. 

* « a” 


Car Quotas Stepped Up 


In Chicago for Aug. 
By Mel Adams 
Staff Correspondent 

CHICAGO. — Dealers who had 
been disappointed over the curtail- 
ment of the new car quota to 554 
in July as against 574 in June and 
1,092 for each of the preceding 
three months, perked up last 
week when M. F. Mulcahy, ration- 
ing administrator, announced that 
the August quota would be 2,050 in 
the metropolitan Chicago area. 





In permitting almost quudruple 
the July total for August, 
Mulcahy explained that the quota 
has been thus boosted to permit 
dealers to sell their unused sur- 
pluses from previous months. 

Passenger car tire quotas for 
August were also sharply stepped 
up to 2,746 as against 1,893 
for July, with recaps increased to 
18,119. 





A MUSEUM PIECE. When “Mr. 


| Studebaker is 


Sparks,’”’ otherwise Columnist Chris 
to get first-hand the story of how 
he was 


| greeted by Ken Elliott, vice-president in charge of sales, who drove him to 


| the Administration building in a good oldfashioned way. 


The equipage was 


a horse-drawn buggy, the last one built by Studebaker and taken out of the 


| Studebaker museum for the occasion. 


Left to right, the milkman’s mare; the 


| buggy, (which is the antique mentioned, not “Mr. Sparks’’); Elliott holding 


| the reins, and the columnist. 
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A big, fat letter to Mom 


‘6p Y SON WALTER is at Camp Croft. He never 
M was much on letter writing. Anyhow I guess 
he hasn’t much time to write now. 

“But every Friday when I get my copy of LIFE. 
it helps take the place of a big, fat letter from him. 
And his letters when they come are more enjoy- 
able because LIFE. gives me a better idea of what 
he’s talking about. 

“LIFE so often has articles about soldiers like 
Walter. It shows them hard at work in camp, and 
shows what they do in their spare time. 

“It’s some comfort to see that our boys are 
taken care of so well, and that they’re learning 
things that will come in handy after the war. And 
LIFE, also shows the officers who are in charge of 
the boys, and they seem to be a very fine group 
of men. 


“LIFE is Walter’s favorite magazine and it 





makes me feel closer to him to read it every week. 
[ always send him LIFF, and he says he sure is 
glad to get it.” 

Many, many reasons 
That’s why one particular woman likes to read 
LIFE every week. LIFE is a connecting bond be- 
tween families the war has separated. 

21,900,000 people read LIFF. every week— 
many of them have to borrow LIFE because 
there aren’t nearly enough copies for everybody 
who wants to read it. Conceivably each person 
in this vast group has his own private reasons 
for reading LIFE. 

All these reasons meet on the common ground 
that LIFE has found an interesting, informative 
way of mirroring our way of life and our fight to 
keep it. LIFE makes important things easy to 


understand and hard to forget. It also portrays 


the smaller things that help make a rounded pic- 


ture of America. 
Because LIFE means so much to so many peo- 
ple, it has become the nation’s first magazine in 


which to advertise goods and to present business 


messages born of the war. 





“America’s Most Potent 
Editorial Force” 
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OPA Tire Ruling 
Is Peril to 
Share-Ride Plan 


DETROIT. — Causing consterna- 
tion among sponsors of share-the- 
ride program, OPA last week 
ordered that only one car in a rid- 
ing group would be eligible for new 
tires or retreads. 

Answering critics who feared 
that the ruling would disrupt the 
share-ride program, Arthur H. 
Sarvis, Michigan OPA adminstra- 
tor, said: 

“Undoubtedly this ruling will 
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N.Y. Court Upholds 
Ending of Lease 


NEW YORK.—The ruling that 
an automobile dealer’s lease was 
terminated by the OPA restric- 
tions on the sale of automobiles 
has been upheld by the Appellate 
Term of the Supreme Court in 
Brooklyn. This is the first of the 
rent cases arising out of wartime 
restrictions on retail business to be 
passed upon by an appellate court. 

The case involved a Ford dealer 


A 


sale of both old and new cars, the 
decision might be different, for 

part of the tenant’s business could | 
still be conducted without govern- 
mental restrictions. 


Likewise the case does not 
answer the frequently recurring 
question as to stores leased for the 
retail sale of products which, by 
government order, are no longer 
manufactured. Such products may 








shock many who still do not fully 
realize the seriousness of the rub- 
ber situation. 


“Careful consideration will show, 
however, that such a rule will save 
more rubber than trying to keep 
four automobiles in tires. In addi- 


who had leased a showroom in 
Queens. Although the OPA order 
became effective on Jan. 1, the 
dealer did not vacate the show- 
room until the end of February. 
At that time his lease still had 
more than a year to run. 


Training 
department is doing to provide maintenance and service information on the 
thousands of Chevrolet vehicles now in military use, was expressed by Col. 
W. R. McReynolds, in_ charge of personnel and technical training for the 
Quartermaster Corps. Col. McReynolds was guest of honor and a speaker 
at a banquet in the Detroit Leland Wednesday night for 16 Chevrolet Army 
Field ae Area representatives, who are permanently assigned to military 
service. hey were in Detroit for a ‘review’ school with the Central Office 
staff. With Col. McReynolds is Ed Hedner, War Products 


ARMY APPRECIATION of the job Chevrolet’s War Products 







available. But they are bound 
shortly to disappear from. the 
market and the conduct of a retail 
trade in them will be just as impos- 


legally be sold, so long as they na | 


sible as 


Chevrolet’s prohibited by federal regulation. 


ee 


tion, it will probably do more than 
any other single thing to cut out 
nonessential driving. 

“Despite conflicting reports, the 
rubber situation in this country is 
serious. The ruling seems to speak 
for itself on that score. It wouldn’t 
have been issued if it had been 
unnecessary.” 

Automotive plant spokesmen pre- 
dicted that the ruling would place 
unwanted legal responsibilities up- 
on war-plant committees that 
designate which cars shall be used. 

Sarvis said that plant committees 
and local OPA officials would have 
to work out means to surmount 
complications that would be caused 
by the transfer of the car owner 
to another job or to different hours 
or loss of the car service by illness. 


Take Over Firm 


CHARLESTON, W. Va.—N. W. 
Crummett and Shelby Parkins, the 
newly organized partnership of Crum- 
mett-Parkins Motors, have assumed 
control of the old Starcher Harvey 
Motors, Inc., distributors for Stude- 
baker. New dealership will retain the 
showrooms. _ 
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MEWA’s Roster 
At New High 


CHICAGO.—A roster in booklet 
form was accompanied last week 
by a statement of the Motor and 
Equipment Wholesalers Assn. that 
its membership, totaling 444, is at 
the highest point in history. An 
increase of more than 50 members 
was recorded since Jan. 1, the as- 
sociation stated. 

The MEWA issued an appeal 
urging manufacturers to furnish 
their jobber accounts with “ac- 
curate, dependable and up-to-the- 
minute” priority and preference 
rating information on “specific 


products that automotive whole- 
salers need from their suppliers.” 
“If such information is supplied, 
it will help a great deal in keeping 
the wholesaler able to buy and sell 
more intelligently during these all- 
out war days,” the MEWA adds. 
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Booklet on Car Care 


Set by Studebaker 


SOUTH BEND.—“How to Worry 
Successfully About Your Auto- 
mobile” is the title of a 16-page 
booklet on car conservation for 
owners, which soon will be made 
available to the public through 
Studebaker dealers, according to 
K. B. Elliott, vice-president in 
charge of sales. 


“Purpose of the booklet is to 
help owners obtain the maximum 
performance from their cars,” he 
explained. “A little worry in the 
form of extra care will help 
appreciably in conserving’ the 
nation’s supply of automotive 
transportation.” 


Reopens Dealership 
SPARTA, Ga.—Mrs. M. M. Gordon, 
widow of the owner of Gordon 
Brothers, local Chevrolet dealership, 
has reopened the dealership under the 
permanent administratorship she _ re- 
ceived recently. 
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> ecsne HELLO TOKIO 
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If the bearings you make for your planes and ships are 
no better than this metallurgically-and-geometrically 
defective bearing that you Japs were sending into this 
country a few years ago— 


and which with your characteristic love for imitation and 
cheating you were trying to sell under the trade name of 
I\{ Kb’ (excuse, please, for forgetting the last 


Well—if your bearings are no better than that, it’s easy 
tosee why U.S.A. fighting planes and ships are knocking 
yours to pieces all the way from Alaska to Australia. 
You see, Japs, U.S. planes and ships are equipped with 
real TIMKEN Bearings—made in U.S.A. 


One thing you missed, Japs, (with your poor 
imitation that you had the effrontery to call a 


it takes the combined skill of 


American workmen, engineers, and management— 
plus years of intelligent experience—to produce 
a watch-like precision instrument like a real 


That’s 


why Timken Bearings are so successful in keeping our 
planes and tanks and ships and guns rolling toward 
Tokio. We'll be seeing you there. 
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The landlord sued for rent in 
the Municipal court, and when 
the case came on for trial before 
Justice Harold J. Crawford he 
held that the essential purpose 
of the lease had been rendered 
impossible by the OPA order and 
dismissed the landlord’s petition. 
He also ordered the landlord to 
return a deposit of $500 which the 
tenant had given. 

The Appellate Term reversed 
this part of the decision. It held 
that the landlord was entitled to 
rent for December, January and 
February, because the tenant had 
not moved until the end of 
February. The rent, the court 
ruled, should be deducted from 
the deposit. 

But the important part of Jus- 
tice Crawford’s decision was sus- 
tained by the Appellate Term, 
which found that “the essential 
purpose of the lease had been 
frustrated.” In effect it released 
the tenant from his obligation to 
pay rent after he had moved from 
the leased property. 

There are many similar cases 
pending in the courts, and the 
decision by the Appellate Term is 
important because it establishes a 
precedent. However, it can by no 
means be considered as the final 
word on the subject. 

In the first place, Justice Craw- 
ford found that only new cars 
were sold in the leased “show- 
room,” and that when the lease 
was made it was the intention of 
both the landlord and tenant that 
the showroom would not be used 
for the sale of used cars. This 
finding of the lower court was 
specifically approved by _ the 
Appellate Term. : 

In a case where an automobile 
dealer has leased space for the 


New Cars 


(Continued from Page 2) 


will be valid for the time pre- 
scribed by the OPA at the time of 
issuance. 

The Bureau of Governmental 
Requirements of the War Produc- 
tion Board, which collaborated in 
making these changes, estimates 
a need for 30,000 cars by govern- 
mental agencies. In making the 
change in its regulations, OPA took 
into consideration the wish of 
many governmental agencies to 
fill their increasing needs now 
while the selection is broad 
enough, so that they can get the 
cars best suited to their purposes. 

Earlier last week OPA amended 
its list of eligibles for new automo- 
biles to include research labora- 
tories needing them to test syn- 
thetic rubber tires. 

It was explained that experi- 
menters needed new cars for the 
synthetic rubber tire tests because 
uniform conditions were necessary 
to build up satisfactory data on 
whether the tires could hold up 
under actual road use. After the 
cars have served the experimental 
purpose, they may be sold only to 
other eligibles under the rationing 
regulations. 

OPA has changed its regulations 
to permit sales of new cars to body 
rebuilders who plan to convert pas- 
senger cars so they will carry 10 or 
more persons. After these cars 
have been changed, they may be 
sold only with specific permission 
of the War Production Board. 

OPA headquarters in Washing- 
ton, rather than local war price 
and rationing boards, will handle 
applications from the two new 
classifications of eligible purchasers. 





if their sale had . ow ( 


Secondly, although the Appellate 
Term is a court which reviews 
decisions of the municipal and 
city courts, it is still nowhere near 
the top in the hierarchy of courts. 
Above it is the Appellate Division 
and then the Court of Appeals. 
Until these higher courts begin to 
rule on the situations created by 
unprecedented war conditions, the 
entire subject is bound to be open 
to debate—and persuasive argu- 
ments may be made both for the 
landlords and for the _ tenants. 
Colonial Operating Corp’n vs. 
Hannon Sales & Service, Inc., 
N. Y. Law Journal, July 18, 1942. 












Tire Retreadin 
Solution Offered 
By Sommers 


ATLANTA, — (UTPS) — A 
plan has been proposed here by 
Harry Sommers, former president 
of NADA, to help solve the prob- 
lem of obtaining scrap rubber for 
the retreading of automobile tires. 


“Let the WPB delegate automo- 
bile dealers as receiving stations 
for scrap rubber,” proposes Som- 
mers. “They are the ones who 
would do the recapping. Notify all 
automobile owners, through the 
press, by radio and otherwise, that 
for each 10 pounds of scrap rub- 
ber they turn in at a receiving 
station, they will be given a cer- 
tificate entitling them to have one 
tire retreaded. 


“It takes about five pounds of 
scrap rubber plus two ounces of 
crude rubber to recap a tire. Thus, 
the government would receive 10 
pounds of scrap rubber each time it 
issued a certificate good for five 
pounds. 

“The plan would, in no sense, 
interfere with a constant salvage 
campaign to bring in scrap rubber. 
It would simply put automobile 
owners, whose tires need retread- 
ing, on their toes to dig up scrap 
rubber and turn it in. It would 
give every automobile owner a 
powerful incentive to scour the 
highways and byways for scrap 
rubber. 


“Unless tires can be retreaded 
when they need it, they will be 
used until they are worn out com- 
pletely, and millions of tires that 
otherwise could be kept in. condi- 
tion will become useless.” 


Stickers for Ohio 


COLUMBUS, O.—Ohio motorists in 
1943 will carry a single windshield ¢ 
sticker on their cars instead of the 
usual license plates, because of pri- 
orities on the necessary steel require- 
ments. The stickers will be two by 
four inches and will either be red or 
some shade of yellow, yet to be 
determined. Each sticker will carry 
the serial number and the motorist’s 
license number, and he will be given 
a duplicate which will carry additional " 
































information, such as his name, address, 
type and make of car, engine number 
now carried on the certificate of reg- 
istration. The present year’s plates 





must be kept on the car. 


MEMA, NSPA, 





MEWA 


Unity Plan Dropped 
NEW YORK.—Efforts toward 
unification of the Motor and 
Equipment Manufacturers Assn., 
the National Standard Parts 


Assn. and the Motor and Equip- 


ment Wholesalers Assn., have 


been abandoned. 
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the 4th Dimension 





GM’s New Plant-City Show; 


Post’s Contruseasonal Rise 
By Pete Wemhoff 


Ether 


A new General Motors radio 
show, called “Victory is our Busi- 
ness,” in which will be re-enacted 
true-life experiences of General 
Motors men and women engaged 
on the fighting and production 
fronts, went on the air for the 
first time last week in more than 
20 cities where war production 
plants of the corporation are 
located. 

To enable workers on all shifts 
to hear the program, the 15-min- 
ute show will be aired twice one 
day each week in most cities, 
but in larger GM centers of war 
production it will be broadcast 
as many as four times in a 
single day. 

“Victory is Our Business” will 
utilize transcriptions in conjunc- 
tion with appearances of workers 
from GM plants in each city 
where the program is heard. On 
the program, workers will hear of 
achievements of employes in other 
GM plants throughout the country, 
together with re-enactments of 
adventures which former GM em- 
ployes, now in the armed forces, 
are experiencing on the fighting 
fronts. 

Music and authentic reports on 
war production will be part of 
each week’s show. Facts for the 
“Victory is Our Business” pro- 
gram are being gathered by special 
reporters assigned to GM plants. 

Handled by Campbell-Ewald. 


Boost 


Despite a five-cent price boost, 
the “Saturday Evening Post’s” 
circulation of the first 12 issues 
after the new rate went into 
effect on Apr. 11 dropped only 4 
percent from the corresponding 
1941 level. Newsstand sales in 
June showed a contraseasonal in- 
crease of 100,000 over May. 

Average net paid circulation 
for the second quarter was slight- 
ly more than 3,200,000, or 500,- 
000 more than the circulation 
rate base, and 200,000 more than 
the new-rate base which became 
effective with the July 4 issue. 


Optimism 

Just returned from a two weeks’ 
trip through the Middlewest, where 
he visited with a number of the 
country’s leading manufacturers, 
Graham Patterson, publisher of 
Farm Journal, reports a dissipation 
of the uncertainty and hesitancy 
that followed our nation’s entry 
into the war. 

“Despite the fact that, aside 
from Midway and the Coral Sea 
affairs, the Axis has enjoyed a 
monopoly on victories,” said Pat- 
terson, “there is a decidedly bet- 
ter feeling among our business 
leaders. This applies to our 
prospects for victory as well as 
the outlook for business in the 
months ahead. Immediately fol- 
lowing Pearl Harbor, there was 
a marked wave of pessimism, 
which was accentuated by the 
effect of priorities and the un- 
certainty as to the impact that 
war needs would have on our 
economy. Unable to chart their 
course, many manufacturers 
chose to mark time for awhile. 
“The regained optimism among 
the country’s leading manufac- 
turers is evident in the plans now 
being formulated for fall and 
winter advertising campaigns. 
With various government Officials 
stating themselves as in favor of 
normal advertising expenditures, 
many firms that either stopped or 
curtailed their advertising efforts 
at the beginning of the year, are 
planning aggressive campaigns to 
take advantage of the tremendous 
buying power that now exists.” 


Halved 


Gasoline rationing, the rubber 
shortage, exchange and travel re- 


strictions, gained a new war 
casualty last week when the 
$500,000 appropriation for the 


Canadian Travel Bureau was cut 
in half by the Canadian House 
of Commons in Committee of 
Supply. 


War ne 


Services Minister 


| The government had decided 
should discourage rather than in-| 
vite tourists from the United States. | 


Thorson announced that the gov- 
ernment had practically dis- 
continued operation of the bureau.” 
it 


Named 


George W. Stout, advertising 
manager of Perfect Circle Co., 


| The new 13-time discount will 
, be 4 percent; the 26-time dis- 
‘count 8 percent; and the 52-time 
discount 10 percent. Notification 
period for any new rate announce- 
ments has been shortened from 
26 to 13 weeks. 


| Reproduction 

American’ Industries Salvage 
, Committee has issued a compre- 
hensive advertising reproduction 
; material book, for use by news- 
papers, radio and plants in further- 
ance of the national scrap drive. 


Lieut. McQuigg 
John McQuigg, vice-president of 


announces the appointment of John; Geyer, Cornell & Newell and De- 
Senn as assistant advertising man-; troit manager of agency, last week 


ager. 


Senn replaces Stanley Mur-| was commissioned a lieutenant in 


ray, who has been made purchasing| the Army Air Corps. McQuigg has 


agent of the Hagerstown plant. 


Rates 

Life has issued rate card No. 12 
announcing a new rate scale effec- 
tive with the Apr. 5, 1943, issue. 

New black and white full page, 
one-time rate will be $9,200 and 
is based on a _ guaranteed net 
paid A.B.C. average of 3,300,000 
circulation. 





been account executive on both the 
Nash and Kelvinator accounts in 
Detroit. 


Advances 

Ted Oberfelder, who has been 
a member of the Philadelphia’s 
Station WCAU commercial depart- 
ment for the past eight months, 
has been appointed sales promo- 
tion director. 


Service Volume Up 53% 
Among Olds Dealers 


LANSING. -- Motorists through-|and it was necessary for dealers 
out the nation are now giving; to prepare their operations for 
more attention to mechanical de- |lessened revenues from new car 


tails of their cars than ever before, 
according to H. A. Trevellyan, 
Oldsmobile’s general sales man- 
ager, following receipt of reports 
from dealers showing service sales 
for the first six months of this 
year more than 53 percent greater 
than the corresponding period 
last year. 


Trevellyan also announced that 
Oldsmobile dealer service sales 
during June gained 46 percent over 
this month last year and by so 
doing Oldsmobile dealers estab- 
lished an all-time high in service 
sales for this month. 

“The records achieved by our 
dealers can be attributed, in part, 
to the service programs sponsored 
by Oldsmobile as early as July of 
last year when the 
Ahead’ activity was announced, 
Trevellyan said. “This campaign 
was launched more than a year 
ago when drastic reductions 
new car production were apparent 


LaPLANT-CHOATE C-86 CARRIMORS 
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To SHOCK anp FATIGUE 


They’ve got to be good—these LaPlant-Choate Carrimors— 
to operate 24 hours a day. And they’re subjected to one of 
the most gruelling operations of road building, in all kinds 
of weather rain or shine, sub-zero cold, blazing heat. 

N-A-X_ HIGH TENSILE is the low alloy steel used in 
these LaPlant-Choate C-86 Carrimors. 

Because N-A-X HIGH TENSILE has unusually high 
resistance to IMPACT and FATIGUE, a result of its high 
degree of ductility, road building and other equipment built 
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| ever possible. 
ice program completely reorgan- 


sales. Following Pearl Harbor, the 
‘Job’ program was launched which 
charted a course for dealers for 
the duration of the war. Cutting 
of dealer operating costs to a 
point where incomes would offset 
total operating expenses was 
recommended and accomplished. 


“In May this year, Oldsmobile 
launched its ‘All-Out’ program as 
a follow-through on the ‘Job’ 
activity. This program outlined a 
procedure whereby the zone per- 
sonnel cooperated with dealer 
service departments to increase 
service sales. The plan included 
contacts with customers, training 
programs of various kinds, service 
clinics in addition to the estab- 
lishment of increased service de- 
partments wherever and _ when- 
The “All-Out’ serv- 


ized dealer service merchandising 
operations.” 
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of this steel has the stamina and ruggedness required to 
operate on rough terrain, regardless of weather conditions. 

N-A-X HIGH TENSILE can be cold drawn and formed 
with all the ease and speed of mild carbon steel. It is welded 
by all standard practices, easily, quickly. It has high yield 
point, high ultimate strength, and marked resistance to 


abrasion and corrosion. 


You can cash in on the advantages of N-A-X HIGH 
TENSILE by building your equipment with this versatile 


steel. 


If you would like additional information, a Great 


Lakes engineer will be glad to call in person. Write, wire or 
telephone for one today. No obligation. 


Send for Booklet on our N-A-X 9100 Series —the Versatile Alloy Steel 


LIST OF PRODUCTS 
Hot Rolled Strip (down to 1 inch wide)... Hot Rolled Strip Sheets (up to 91 inches wide)... Spring Steel (carbon and 
alloy)... Merchant Bars . . . Forging Bars . .. Automobile Bumper Sections . . . Bar Mill Sections . . . 


N-A-X HIGH TENSILE 


Bars, Shapes, Sheets, Billets . . . Sheet Bars . . . Hot and Cold Rolled Sheets . . . Michigan Metal for Vitreous Enameling . . . Deep 
Drawing Quality Cin all grades, widths up to 91 ins.) . . . Stran-Steel Metal Framing for Residential and Commercial Construction. 





GREAT LAKES STEEL CORPORATION —DETROIT, MICHIGAN 


Sales Offices in 


division of 





Principal Cities 


NATIONAL STEEL CORPORATION 


Executive Offices, Pittsburgh, Pa. 
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suming large quantities of steel 
and other materials, if the trucks 
must stand idle in some pasture 
for months and months. Simi- 
larly there is no point to turning 
out 800 aircraft cannon a week if 
we do not have the fighter plpanes 
in which to install them, or if 
the fighter planes we are turning 
out have not yet been redesigned 
to accommodate a cannon instead 
of a machine gun. And there is 
futility in pouring structural steel 
into new shipyards if present 
shipyards are far ahead of sched- 
ule and require several times the 
steel originally thought neces- 
sary. 
* * Bo 


Distribution 


Real Problem 


STEEL shortage is not the real 
explanation, although it is the one 
usually advanced to explain slow- 
downs. The real explanation is 
the need for balance between vari- 
ous types of arms output, and the 
distribution of the 7,000,000 tons of 
steel now being produced each 


month to the plants which need it. 


We venture the prediction that 
this country cannot possibly 
chew up 85,000,000 tons of steel 
@ year into pure armament 
items, and hence before long it 
may be necessary either to scale 
back steel production or to rein- 
troduce production of civilian 
items of steel which have now 
been suspended. This even al- 
lows for shipment of substantial 
quantities of steel to England 
and Russia, customers which in 
recent weeks have been accorded 
allocations of material which are 
little short of breathtaking. 


es 2 


New Method 
On Aptitude 


TO SAVE on pencils and paper 
and to speed up aptitude tests for 
job applicants, a leading aircraft 
parts producer has introduced a 
novel means of interrogating job- 
seekers. Questions to determine 
aptitude and knowledge are printed 
on heavy cardboards mounted on 
a row of inclined desks. Each 





A Message 
to all 


Povtttac Dealers 
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coupled with good products, made your franchise a pleasant 
and profitable one. Today, while product production has 
changed, the spirit of cooperation remains the same. 


Some of the policies and practices Pontiac continues pur- 


suing to help you are: 


—an intensive advertising campaign in more than 1800 
newspapers designed to bring buyers of service, parts, 
accessories, new cars and used cars to you. 


—development of different types of Direct Mail campaigns 
to keep Pontiac owners and others coming to you for service. 


—maintenance of sales, service and business management 
organizations both in the home office and in the field to help 
you meet today’s new and changing conditions. 


As a result of these policies, and your cooperative effort 
behind them, we are happy to report that most Pontiac 


dealers are making money. 


And, it is a foregone conclusion that, instead of cutting its 
dealers loose to shift for themselves, Pontiac will continue 
to extendfall§possiblefhelp. 





Poritiac 


PONTIAC MOTOR DIVISION, GENERAL MOTORS CORPORATION 


Every Pontiac dealer knows 
about the splendid spirit of 
cooperation which has existed 
between you and the factory 
—and how this cooperation, 











TO FURTHER aid the national pro- 
gram of truck conservation’ being 
sponsored by the Office of Defense 
Transportation, Mack Trucks, Inc., is 
offering free buttons to drivers and 
mechanics who sign the U. S. Truck 
Conservation Corps. The button illus- 
trated here, is 1% inch in diameter in 
red, white and blue. 


board lists 30 or 40 questions and 
beneath each question is a group 
of several possible answers. 


Small levers are mounted on 
the board in such a way that 
they can be turned to point to 
any one answer for each ques- 
tion. The applicant reads down 
the list of questions and sets the 
pointer after each to indicate 
his choice of an answer. By 
noting the positions of the 
pointers, an instructor can quick- 
ly check the applicant’s answers, 
grade him and “clear” the board 
for the next applicant. 


Motorists’ Plight 


In Brazil 


COMMUNICATION from a friend 
in Sao Paulo, Brazil, (opened in- 
cidentally by U. S. mail examiner) 
points out that U-boat warfare has 
put the Brazilians in a bad way for 
gasoline, rationing restrictions hav- 
ing limited cars to about 2% gal- 
lons every two weeks. On July 15, 
however, a decree was published 
prohibiting private cars from re- 
ceiving any gasoline at all and 
ruling them off the streets. Plenty 
of tires are available, as they are 
produced in Brazil, but apparently 
gasoline supplies depend upon in- 
coming shipments. 

Brazil, by the way, is experi- 
encing its coldest winter in 20 
years, temperature during the 
week of July 5 in Sao Paulo get- 
ing down to 28 degrees F., which 
is shivery because most houses 
have no central heating plants. 
A round of golf followed by hot- 
buttered rum punch appears to 
be the best antidote. 

a 


Plane vs. Car 
Engine ? 

COMMENTING upon the differ- 
ence between an aviation engine 
and an automobile engine, J. Carl- 
ton Ward jr., president of Fair- 
child Engine & Airplane Co., points 
out that “they both run on gaso- 
line; they both use spark plugs; 
they have fuel pumps; they have 
carburetors. 


“But perhaps the best highlight 
on the difference between them 
is that the carburetor alone for 
an aviation engine costs as much 
to build as a whole 120-horse- 
power engine for an automobile. 
Why? It’s easy to answer. An 
aviation engine must function in 
three dimensions and in an in- 
finite number of positions.” 


Packard Net 
Rises in Half 


DETROIT.—Packard Motor Car 
Co. earned a net income of $3,966,- 
151 for the six months ended June 
30, after reserve of $3,294,824 set up 
for normal federal taxes. 

This is equivalent to 26 cents a 
share on 15,000,000 shares of com- 
mon stock. 

Net income for the first half of 
1941 was $1,251,693 or nine cents a 
share after reserve for taxes of 
$536,983. Packard’s present rate 
of production is twice the volume 
ever attained in the company’s 
history. 


Murphy Resigns 
WASHINGTON.—Dick Murphy, for 
many years manager of the ashing- 
ton Automotive Trade Assn., has re- 
signed to become director of the Motor 
Vehicle Parking agency of the Govern- 


ment of the District of Columbia. 








By William Ullman 
Washington Correspondent 


' ASHINGTON.— 
. Curtailed use of 
motor cars 
| throughout the 

» United States 
i already has had 
profound and 
for the most 

wai part destructive 

effects, and the 

conditions through which _ the 

country now is passing as a direct 

result unquestionably will provide 

a lesson that never will be for- 
gotten. 

Americans always have talked 
glibly of the vital role of the 
automobile in their personal 
lives, and in the life of the na- 
tion as a whole. But it is true 
that only a few realized the full 
extent of the automobile’s con- 
tribution to the progress and 
development of the United States 
during the past 40 years. 

Now, as use of the motor vehicle 
is steadily being restricted, every 
citizen is having brought home to 
him the true nature and meaning 
of the automobile as a factor in 
the advancement and progress and | 
upbuilding of the Jand. 


Other Effects 
Of Curtailment 


There is more involved here than 
simply annoying curtailments in 
store deliveries, in the frequency 
with which the milk man comes 
to the door, in the need for doub- 
ling up among work-going neigh- 
bors. 

There is more, even than the 
temporary but arbitrary shutting 
off of supplies to thousands of 
automobile dealers, usually the 
most prominent and progressive 
business men in our American 
communities. 

To Washington come reports of 
many other effects already being 
felt as a result not only of con- 
version of motor plants to war 
work but of rubber and gasoline 
rationing as well. 





# 


Property Values 
Are Damaged 


For example, property values in 
farm and outlying sections are be- 
ing seriously damaged. The auto- 
mobile “made” the American sub- 
urb. It brought the family out 
of the crowded city into the fresh 
air and green spaces of hitherto 
trackless areas surrounding great 
cities. It created untold billions 
in property values. 

Lack of adequate motor trans- 
portation today not only is caus- 
ing transport difficulties for sub- 
urbanites. It is definitely 
impairing their investments in 
homes and land. The_ resort 
industry is one of the nation’s 
greatest. It represents an invest- 
ment of millions, giving employ- 
ment to tens of theusands of 
highly trained men and women. 

The resort industry is crippled 
today, and there is no point in 
whitewashing that fact. It is do- 
ing a splendid job of keeping going 
under present difficulties. It is 
maintaining its service and _ its 
equipment on the highest possible 
level. But there cannot be any 
question that curtailed motor car 
use has hit the resort industry a 
body blow. 


Changes Life 
Of Millions 


Throughout the length and breadth 
of the American economy the same 
story is repeated. Only the war 
itself, and as a whole, is having a 
more profound effect not only upon 
business and industry but upon the 
entire way of life of 130,000,000 
people. 

In the areas where gasoline is 
being rationed, traffic is thinning 
out perceptibly from week to 
week. Sunday which tradition- 
ally has been “outing day,” finds 
more and more thousands house- 
bound. Editorial writers’ in 
ivory towers may talk of a re- 
turn to the simple life; but such 
talk is stupid and shortsighted. 
The automobile has given physi- 
cal and mental health to mil- 
lions; the automotive weekend 


Automotive Washington 
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would be an invaluable tonic to- 
day to many thousands of 
workers who find it impossible to 
get away from the job for much- 
needed longer vacations. 

It is literally impossible to do 
more than estimate the vast impli- 
cations of the situation which now 
faces this country because, for one 
reason or another (and some of the 
reasons are far from satisfactory), 
we are unable to keep our automo- 
biles rolling. But this much is 
certain: They are of far greater IB 1 
importance, more basic and more 





profound, than most officials in 
Washington seem to realize—but 
which they inevitably will be forced 
to understand as time goes on. 


Held Tribute 
To Car Industry 


Fact that Ernest Kanzler is be- 
ing brought back to Washington 
from Detroit is the best indica- 
tion of what the War Production 
Board thinks about the job the 
automotive industry has done and 
is doing in the war effort. It means 
that Donald Nelson and his chief 
aides are convinced that in De- 
troit things are rolling mighty 
smoothly and that Kanzler, former 
Ford Motor Co. executive, can be 
released from his conversion duties 


‘there for more pressing work else- 


where. 

Kanzler, well and favorably 
known throughout the production 
end of the industry, will be 
deputy WPB chairman in charge 
of program progress. There, ap- 
parently, his job will be to see to 
it that all industries do as well 
as ours has done in turning out 
the stuff. 


* 
Capital 
Comment 

Whitney Leary jr., member of 
one of the oldest, largest and best 
known dealerships in this territory 
(Chrysler), is head of the local 
rationing setup Mortality 
among motor car dealers in this 
territory has not been bad at all, 
everything considered .. . Labert 
St. Clair, who is doing legislative 
and public relations work for 
NADA, once was a Washington 
correspondent, still plays a nimble 
typewriter. 

The war has deprived President 
Roosevelt of one of his favorite 
forms of recreation, namely, auto- 
mobile riding. Because of the 
press of war work he rarely leaves 
the White House these days, some- 
times doesn’t get out for weeks on 
end. Here he is chauffeur-driven 
and the White House cars are pre- 
ceded and followed by Secret Serv- 
ice machines. But at his Hyde 
Park estate FDR gets a lot of fun 
out of driving his own specially- 
equipped car, shows most royal and 
other prominent guests about the 
grounds in that eminently personal 
way. 


GM Workers Make 15,000 


Production Suggestions 


DETROIT.— More than 15,000 
“produce more for victory” sug- 
gestions have been submitted by 
war workers of General Motors in 
the first two months of operation 
of the corporation’s Suggestion 
Plan to Increase War Production, 
B. D. Kunkle, vice-president in 
charge of manufacturing, an- 
nounced last week. 

In the two months covered by 
the report, war bonds and stamps 
with a total face value in excess 
of $40,000 were awarded to GM 
men and women in 53 plants. 
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I got down to cases in his confer- 
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ing activities are directed by H. 


ence room, and in the opinion of} L. Crawford, member of the divi- 


this one-man grand jury I’m con- 
vinced that not only is Studebaker 
going a grand job for Uncle Sam 
but that this ancient and honorable 
institution has not forgotten the 
automobile business which has been 
its bread and butter for many 
years, and that nothing is left un- 
done to keep its dealers in business. 

Plans and action are the watch- 
word at Studebaker! And _ that 
means plans and action specifically 
designed and coordinated to meet 
today’s wartime conditions. A visu- 
al introduction to one of the indus- 
try’s most comprehensive programs 
for dealer assistance was given me 
by Elliott. 

The demonstration was staged in! 
the planning room, which serves as | 


sion’s home office staff, who super- 
vised production of the Studebaker 
war work booklet. 

* * + 


LEAVING THE corner devoted 
to DWPD, we moved down the 
room past the new-car, truck and 
used-car sales sections and the 
business merchandising section to 
a wide expanse of wall labelled 
“Service.” On the basis of wall 
space covered and volume of ma- 
terial prepared, this activity leads 
the field in Studebaker’s dealer- 
help program. According to the 
record, Studebaker started in Janu- 
ary, 1941, to prepare its dealers 
for the difficulties of the present 
situation by analyzing dealers’ op- 
erations and then driving home a 


headquarters for sales department| complete plan of operation in a 
war-planning councils, displaying| series of monthly meetings that 
all material prepared in connection | covered the entire country. This 


with the 
program. 


Studebaker dealer-aid 


* * 


THE NEWEST and probably the 
most spectacular display features 
the 64-page booklet entitled “War 
Production Work for Studebaker 
Dealers,” published and distributed 
recently by the Dealer War Pro- 
duction Division, Elliott’s pet brain- 
child. The division was formed in 
January, when he recognized the 
need on the part of his dealers for 
authentic information on war work. 
Letters of commendation on the 
booklet from Studebaker dealers, 
competitive dealers and government 
officials flank the exhibit. 

Let it be said here that the pri- 
mary objective of the Dealer War 
Production Division, since its in- 
ception, has been to gather and dis- 
tribute information. The booklet 
is designed to help Studebaker 
dealers in understanding the haz- 
ards and possibilities offered by 
war work, to assist them in their 
consideration of the advisability of 
seeking it, and to help those who 
decide to engage in war work in 
their individual efforts to obtain it. 
The decision as to what action he 
takes rests entirely with the dealer 


—Studebaker makes no recom- 
mendations. 

Ed cS 
WHEN ASKED how many 


dealers had obtained war work as 
a result of the booklet, Elliott 
quickly and emphatically pointed 
out that such results are neither 
the main purpose nor the true 
measure of the success of Stude- 
baker's dealer war work program. 
He explained that the success of 
the booklet can be measured only 
by the extent to which it clarifies 
the war work problem and provides 
dealers with a sound basis for 
judgment. In acomplishing this 
goal, he feels that the Dealer War 
Production Division will have 
rendered a genuine service to 
Studebaker dealers, and that is the 
purpose for which it was formed. 
* * 8 

A DWPD survey of approxi- 
mately one-fifth of the Studebaker 
dealer organization reveals that 5 
percent of these dealers is engaged 
in the production of war materials; 
another 5 percent has acquired fa- 
cilities suitable for manufacturing 
and is negotiating for contracts; 
and that an additional 10 percent 
of these dealers is actively investi- 
gating the possibilities of war work. 

* * * 


ACTUAL DIRECTION of DWPD 
rests jointly on the shoulders of 
Mel Brooks and Art Chanter, both 
Studebaker men of long standing 
and old heads in the automobile 
business. Credit for decentraliza- 
tion of effort goes to this team, 
according to Elliott, which has 
organized the division so that 
Studebaker’s 18 regional offices and 
personnel serve as DWPD field 
offices and field representatives. 
Directing dealer inquiries to region- 
al offices expedites handling; the 
organization is set up to provide 
contacts on the ground by members 
of its field force. 

Another DWPD activity is its 
training school for field men, made 
necessary by the sharply increased 
need for field contacts with dealers. 
Men recruited entirely from the 
factory field force are schooled in 
South Bend for this specialized 
service, and assigned to duty in 
regional office territories. Train- 


plan covered everything from direct 
mail advertising to correct servic- 
ing methods. This program was 
responsible for dealers being well 


prepared to carry on aggressively 
when the car freezing order was 
announced. 

The campaign moved into high 
gear in January, 1942, when sales 
department crews held meetings 
during the month in 43 key mar- 
kets that covered every dealer in 
the Studebaker organization. 

* * * 


SINCE THE January meetings, 
the frequent contacts of Stude- 
baker’s factory-trained field serv- 
ice force has been augmented with 
such service helps as window 
posters, series of direct mail folders, 
and tire conservation and gasoline- 
economy posters. 

Service helps have been flowing 
steadily to dealers in the form of 
service bulletins, service “flashes,” 
service “tips,” and a Parts and 
Service News; a revised manual of 
instructions on servicing Stude- 
baker cars, a picturized shop man- 
ual for use by mechanics, analysis 
forms to determine tool and equip- 
ment needs and efficiency of opera- 
tion of the service station, and a 
new daily operating record for 
service managers. 

These activities have been direct- 
ly responsible for a_ substantial 
increase in the service revenue of 
Studebaker’s dealer organization, 
which in turn has produced a 
highly satisfactory improvement in 





the percentage of absorption. To- 
day, according to company records, 
service is paying the greatest por- 
tion of dealers’ fixed expenses that 
it ever has. 

* * * 

“ALWAYS FIRST with the 
latest” became the watchword of 
Ken Elliott's sales department 
activities weeks before Pearl Har- 
bor—and it aptly describes his 
operations today. Indisputable 
evidence that he has operated “on 
the beam”’—that he has been giving 
his dealers every possible help in 
selling cars, trucks and _ service 
from the outset—lay before my 
eyes in the planning room. 

When the “period of uncertainty” 
came, he decided two lines of 
action should have right of way 
in the sales department. First on 
the list came frequent representa- 
tions on behalf of dealers to vari- 
ous agencies in Washington by 
Studebaker officials; second, de- 
velopment of a routine that would 
keep Studebaker dealers informed 
constantly on all developments in 
Washington affecting the automo- 
bile business. Exchange of in- 
formation between dealers, factory 
and field force was accomplished 
by means of fortnightly confer- 
ences between groups of regional 
managers and home office officials. 


Aes heen like that ever since he saw 


15—( 396) 


DURING THIS period plans 
were completed for Studebaker’s 
“back to action” campaign which 
provided dealers with the equip- 
ment to promote the sale of new 
ears to eligible users as soon as 
the rationing program was an- 
nounced. Each dealer was furn- 
ished with a comprehensive selec- 
tion of material in a rationing plan 
sales kit, which included window 
posters, wall posters and price 
charts, pocket folders for sales- 
men and supplies of an eight-page 
booklet and four-page miniature 


newspaper for showroom’ and 
direct-mail distribution. 
+ + * 


COMPLETE COORDINATION 
with sales department activities 
marks the operation of the business 
merchandising division, last in the 
array of factory helps to be viewed, 
but well up on Elliott’s list in 
terms of importance to the dealers. 

More than a year ago this divi- 
sion started its monthly “action 
programs” for Studebaker dealers. 
Each program covers the objectives 
to be attained by dealers for that 
particular month, as well as sugges- 
tions on how to carry out the pro- 
gram. Careful monthly analysis 
by the division’s field force reveals 
the department or departments of 
dealer operations that require spe- 
cial attention. 
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The Ford Motor Company Presents | 


KARL GODWIN 


America’s Favorite News Ace 





In A Nation-Wide Radio 
News Program 


“WATCH THE WORLD 
GO BY” 


Direct From Washington 
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The Only seven-time-a-week, 15-minute nation- 
wide news program on the air! “WATCH THE 
WORLD GO BY” is carried by 107 stations of the 
Blue Network from Maine to California . . . from 
Canada to the Gulf. 


The Only nation-wide news program that uses 
the full services of all three world-wide press associa- 
tions! In addition, it gives intimate news from 
Earl Godwin’s own sources in the Nation’s Capital. 
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Tells Millions Of Car Owners Everywhere... Every Night 
About FORD PROTECTIVE SERVICE 





‘‘Watch The World Go By’’— Brief, timely sin- 


cere commercials put plenty of “push” behind Ford Protec- 
tive Service, used cars and new-car sales to eligible buyers. 
Two of America’s greatest newscasters are working for you— 
Earl Godwin, five nights—Roy Porter, the other two nights. 
Every night they reach millions of listeners from coast-to- 
coast with tomorrow’s headline news reported clearly, 
accurately, interestingly, without bias or personal opinion. 
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Every Car Is A Victory Asset: Nearly one- 
third of America’s irreplaceable personal transportation 
system is made up of Ford cars. War production and other 
vital functions are hampered every time an essential auto- 
mobile goes to the scrap heap. Wherever possible cars must 
be kept running. And America is learning through this 
radio program that Ford dealers the country over are lead- 
ing the way in conserving the Nation’s cars for Victory. 


LINCOLN 





